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How a jobber cans and sells own brand of lubes—p. 39 





Joxnéim CENTRAL SERVICE SYSTEM 


SUBMERGED oy SURFACE PUMPS! >” 


Have you noticed how many stations are installing the Tok- 
heim Central Service System of fuel dispensing? You'll see many 
more in the days ahead, and for a very good reason. Now you can 
reap the benefits of remote control pumping with either sub- 
merged or surface pumps—save on piping, installation and equip- 
ment; get better, more dependable service; improve on station 
layout and traffic handling. Remote control pumping is growing 
fast, and Tokheim’s Central Service System is setting the pace. 
If you would get ahead and stay ahead of competition, get in 
touch with your Tokheim representative today! 





> Write for Bulletin! 


OKHEIM 





TOKHEIM OIL TANK AND PUMP CO. 
DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 
FORT WAYNE 1 SINCE 1901 INDIANA 





4 Powerful Reasons Why 


CHEVROLET ‘rscx” TRUCKS 


will save money 
on your job... 


EXTRA THRIFTY POWER! The improved Loadmaster engine in 
heavy-duty models has new high-compression ratio (7.1 to 1) to 
squeeze more power . . . more work out of every drop of fuel. In 
light- and medium-duty models, Chevrolet's advanced Thrift- 
master engine delivers top-notch operating economy. Both give 
you the extra-long life and day-in, day-out dependability for which 
Chevrolet valve-in-head truck engines are famous. 


ENGINEERED FOR THE JOB! Whatever you haul... wherever you 
haul it, your Chevrolet truck will be factory-matched to fit your 
requirements. That means you get the right power and the right 
chassis units throughout—tires, axles, springs and clutch—to suit 
your roads and loads. It means a truck that will do your job more 
easily ... more efficiently. 


MORE RUGGEDLY BUILT! New Chevrolet trucks are stronger and 
sturdier than ever before. Frames, for example, are heavier and 
more rigid. This extra, built-in stamina means miles added to truck 
life and dollars subtracted from upkeep costs! Another important 
“plus” you get with Chevrolet trucks! 


AND THEY LIST FOR LESS! No other truck offers all of Chevrolet's 
advance-design features . . . all of Chevrolet’s money-savin 
advantages. Yet Chevrolet is the lowest priced truck line of all! 
See your Chevrolet Dealer. . . . Chevrolet Division of General 
Motors, Detroit 2, Michigan. 
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CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES— 
the Loadmaster or the Thriftmaster—to | 
give you greater power per gallon, lower 
cost per load. POWER-JET CARBURETOR— 
for smooth, quick acceleration response. 
DIAPHRAGM SPRING CLUTCH — for easy- 
action engagement. SYNCHRO-MESH 
TRANSMISSION—for fast, smooth shift- 
ing. HYPOID REAR AXLE—for dependa- 
bility and long life. TORQUE-ACTION 
BRAKES—on light-duty and medium-duty 
models and on front of heavy-duty models. 
TWIN-ACTION REAR BRAKES —on heavy-duty 
models. DUAL-SHOE PARKING BRAKE—for 
greater holding ability on heavy-duty 
models. CAB SEAT—with double deck 
springs for complete riding comfort. 
VENTIPANES —for improved cab ventila- 
tion. WIDE-BASE WHEELS—for increased 
tire mileage. BALL-GEAR STEERING—for 
easier handling. UNIT-DESIGNED BODIES — 
for greater load protection. ADVANCE. 
DESIGN STYLING—for increased comfort 
and modern appearance. 



















Frees wheels 
for lubrication 
and brake work 


Gives maximum 








accessibility to 
undercar parts 


Relaxes all 


spring 
suspensions 





New, Economical 


FRAME PICK-UP LIFT 


Greater accessibility 
Easy-Spot Wheel Grooves for lubrication and repair jobs 


Pita te This ‘new lift brings hard-to-reach underear parts “out in the 





. open” for fastest, most profitable service, repairs, lubrication or 
brake work. The rugged Frame Pick-Up Lift meets problems 
imposed by such new car features as automatic transmissions, 
intricate wheel suspensions and low fender skirting. And it’s 
equally efficient for all models of old cars. A great labor-saver 
on repair jobs, the Frame Pick-Up Lift is ideal for lubrication 
and brake work because it relaxes spring suspensions and frees 
the wheels. It will handle practically all cars without using 
adapters. Simple adapters are furnished for unusual frames. 


a Engineered and manufactured by 

ROTARY LIFT Co. 

Positive Grip Pick-Up Pads 1058 Kansas, Memphis, 2, Tenn. 
Write for catalog and prices 















AUGUST 19, 1953 
Vol. 45—No. 33 


NATIONAL 
PETROLEUM 











NEws 


A McGRAW-HILL PUBLICATION 
Established in 1909 


COMING MEETINGS 


AUGUST 


ea as | Petroleum — Satins, Saar p- 
il House, Lexington, y., Aug. . 

Interstate Oli Compact Commission, Northern 
Hotel, Billings, Mont., Aug. 31-Sept, 1. 


SEPTEMBER 


North Carolina Oil Jobbers Assn., Carolinian 
Hotel, Nags Head, N. C., Sept, 3-5. 

Oil Industry Information ‘Committee, Hotel 
Cleveland, Clevelanf, Ohio, Sept. 9-11. 
Alabama 





Assn., annual 
convention, Whitely Hotel, Mon’ - 
Ala., Sept. 11 
Association of Desk and Derrick Clubs of 


North America, annual meeting, Denver, 
Colo., Sept. 11-12. 
Michigan Petroleum Assn., fall convention 
re Hotel, Mackinac Island, Mich., Sept, 
11-12. 

American Petroleum Institute, Division of Mar- 
keting, Lubrication Committee, The Tray- 
more, Atlantic City, Sept. 16. 

Ohio Petroleum Marketers Assn., Dayton Bilt- 
more Hotel, Dayton, Ohio, Sept, 16-17. 

National Petroleum Asen,, Traymore Hotel, 
Atlantic City, Sept. 16-18. 
estern Petroleum Refiners Assn., regional 
—— Hotel Henning, Casper, Wyo., Sept. 
4- 

National Assn, of Oi pment Jobbers, 
third annual meeting, The Neil House, Co- 
lumbus, Ohio, Sept 27-29. 

Society of Mechanical Engineers, 
Petroleum Division Annual = Rice 
Hotel, Houston, Tex., Sept, 27-30 


OCTOBER 


Empire State Petroleum Assn., Mark Twain 
Hotel, Elmira, New York, Oct, 5-6. 

Virginia Petroieum Jobbers Assn., fall meeting, 
Roanoke Hotel, Roanoke, Va. Oct. 8, 

Virginia O11 Men’s Axsn., fall meeting, Roan- 
oke Hotel, Roanoke, Va. t. 9. 

Oll Progress’ Week, Oct, 11-17. 

Indiana 1 ependent Petroieum Assn., Severin 
Hotel, Indianapolis, Oct. 14-15. 

Georgia Independent Olimen’s Assn., fall con- 
vention and annual golf tournament, Bon 
Air Hotel, Augusta, Ga., Oct. 15-16. 

Texas Assn. of Petroleum Marketers, fourth 
annual convention ard trade show, Adolphus 
Hotel, Dallas, Tex., Oct. 15-16. 

‘Dakota Independent Ollmen’s Assn., 
Pierre, S. D., Oct, 19-20, 

Western Petroleum Refiners Assn., regional 
meeting, Garrett Hotel, El Dorado, Ark., 
Oct. 22°23. 

Pennsyivania Petroleum Assn., Pocono Manor 
Inn. Pocono Manor, Pa., Oct 25-27. 

Petroleum Credit Assn., annual con- 
ference, Hotel Biltmore, New York, Oct. 
26-28. 

i Compounders A: sixth an- 
nual Green Edgewater Beach ch Hotel, Chi- 
cago, Oct, 28-29. 
ational Labeleating Grease Institute, 
water Beach Hotel, Chicago, Oct. 29°31, 


NOVEMBER 


Society of Automotive Engineers, transporta 
Fst — Conrad Hilton Hotel, Chicago, 
‘ov -4 
Petroleum Institute, 33rd annual 
meeting, Conrad Hilton Hotel and Palmer 
House, Chicago, Nov. 9-12, 


DECEMBER 


Ol Industry TBA Group, annual national 
meeting, Chase, Park Plaza, and Forest 
Park Hotels, St, Louis, Dee. 7-8. 
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Jobber cans and sells own brand motor oil and finds it 
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Oil Marketing Equipment ................ 60 
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information on oil marketing equipment, are described 
in this week’s Equipment Section. 


Securing Station Men .................. 80 


Finding and training dependable service station em- 
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driveway and lube room service. 
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The new purpose SELF-SEALING COUPLING VALVE 


Users of this highly séfined\couphing valve in 
all three application§ shown \below report it 
offers a safe time-saving connektion With ful/ 
flow and minimujn pressure drop. 


Delivering 600 GPM at 50 lbs. lite pressu 
with pressure drgp through valve any adaptor 
of only 5.25 PSF, this valve can be cdgnected , 
and disconnect¢d under pressure withoyt loss 04 
of fuel. There Are no auxiliary valves to\ppen <¢ 
or close, since/valve automatically opens upon ‘ \ 7 
connection ahd closes as it is disconnected\- 
a vital safety feature in fuel handling. . 


Va 
The Self-Sealing Coupling Valve is a 2!/,” & 


valve wit 2'/,” or 3” inlet. Buckeye Adaptors Os 
for all tree applications also available. The 

valve rgquires no special tools for mainte- 

nance, gan be assembled and disassembled with 

a screwdriver. Manufactured in accordance 

with military specifications. May we send you 

morg details? 
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BOTTOM LOADING 
TANK TRUCKS 
AND TRANSPORTS 


aun HeHeHeHHmH Hee m@ 
BUCKEYE IRON & BRASS WORKS, Dept. N, ff Te 
Box 883, Dayton 1, Ohio i < 


Please send complete information on Buckeye Self- 
Sealing Coupling Valve. 








ciry. ZOneg____.STATE___. 
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Behind Our Headlines 


We hear that the interest of oil marketers in ways and 
means of competing with natural gas is building up. And we 
are pleased that one of our articles has helped oil marketers 
in their anti-gas campaign. 

This is apparent in the response to a report we carried 
on the National Oil Jobbers Council meeting at Laramie, Wyo. 
(see NPN, July 29, p. 24). This told of a pamphlet prepared 
by the Northwest Petroleum Assn. which gives a detailed 
analysis of why natural gas is not cheap, along with other 
of its disadvantages. It also lists numerous reasons why fuel 
oil is better. 


But read what Hiff Horning, secretary of the Northwest 
Petroleum Assn., has to say— 


“As a result of the item you wrote about the anti-gas 
pamphlet we put out, I have ordered 100,000 more copies. I 
received orders from all over the country, together with letters 
which have really surprised me. There is GREAT interest in 
the subject.” 


Incidentally, the associntion is charging only 1.5¢ a copy, 
which Mr. Horning says doesn’t even cover the shipping costs. 
But his interest in getting the story across to the entire coun- 
try is so strong that he “doesn’t care about that.” Anyone 
wishing a copy can get it from Mr. Horning at 430 Syndicate 
Bldg., Minneapolis, Minn. 


aad * - 


There seems to be a quickening of interest these days in 
foreign oil operations, especially among recent college gradu- 
ates. For instance, the other day NPN received a letter from 
a young doctor who wants to get into the medical department 
of an oil company operating overseas. Then there is the young 
lady who asked us recently how to go about getting a job with 
an oil company abroad. She read one of NPN’s articles on 
foreign oil operations while preparing a term paper, became 
more interested, and now wants to get into the swim herself. 


BUSINESS STAFF Other 
CLEVELAND Platt Petroleum Publications 


SAN FRANCISCO 4, CALIF. . WILLIAM J. PARKIN 
las 2-4600 RICHARD H. LOVER 


WASHINGTON 4, D. C. 1046 Not’! Press Bidg. 
NAtional 8-3476 


Publication Office 


Petroleum Processing 


Sales Representatives Oilgram News Service 
ATLANTA... 
McGRAW-HILL PUBLISHING CO. CLEVELAND. .. 


Cleveland 13, Ohio 1213 W. 3rd St. CHICAGO... 
HOUSTON... 
CHerry 1-7672 LOS ANGELES 


NEW YORK..... 
Cable address: ““PLATTOIL,Clevelandohio."* Cable PHILADELPHIA 


Robert Sidur 
Wolter G. Berger ° * P 
‘megs ¢. titltipes Oilgram Price Service 

George Reid 
Corl Dysinger =» Oil. Price Handbook 

Jomes 8. Dunn 

Charles J. Jeferis 


inquiries ore answered by mail unless sufficient funds SAN. FRANCISCO 4. W. Ofterson 


in United States money are odvonced for cabled reply. 


AUGUST 19, 1953 


TBA Directory 





Tri-Sure equipped drums of Interchemical Finishes at the Newark, N. J. plant 


Tri-Sure Closures give 


Interchemical Fishy 


the protection that 


quality deserves 


NTERCHEMICAL CORPORATION 

makes an engineered finish for 
practically every finishing need— 
from a perspiration-resistant lacquer 
for lipstick holders to a chip-proof 
finish for bicycles. 


Every Interchemical finish is a 
““specialist’’—and must meet a 
specialist’s exacting standards. So 
it must be made of the finest 
materials . . . processed to a pre- 
cise formula ...and protected from 
tampering and contamination in 
transit. 


CLOSURES 


Interchemical Corporation is another 
satisfied user of Tri-Sure* Closures 
— because the Tri-Sure Flange, Plug 
and Seal perform their function as 
“specialists” in protection as unerr- 
ingly as Interchemical finishes per- 
form theirs. 


If you ship liquid products in drums, 
give them the unfailing protection 
from leakage, pilferage and losses 
to which the finest products are en- 
trusted. Give every gallon Tri-Sure 
protection—by specifying Tri-Sure 
Closures on every drum order. 
3 

*The “Tri-Sure”’ Trademark is a mark 

of reliability backed by over 30 years 

serving industry. It tells your cus- 

tomers that genuine Tri-Sure Flanges 

(inserted with genuine Tri-Sure 

dies), Plugs and Seals have been used. 


Specify Tri-Sure Closures 
On Every Drum Order 





Other Divisions of 
INTERCHEMICAL 
CORPORATION 


IPI Printing Ink 


Division 


rin 


In-tag Division 


R-B-H Dispersions 
Division 


C slim 


Cotan Corporation 


Textile Colors 
Division 


Ault & Wiborg 
Carbon and Ribbon 
Division 


fe 


Murphy Paint Division 





ngeoceranpasesnaes 


Coated Products Division 
. 
International Division 











AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 
Tri-Sure Products Limited, St. Catharines, Ontario, Canada 
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AHEAD OF THE NEWS 





CONTRACT DIFFICULTIES—A large Midwest job- 
ber-distributor with sizeable retail gasoline and whole- 
sale terminal operations is having trouble negotiating 
a new gasoline contract with his supplier. In fact, 
he is having difficulty himself in determining what 
a new basis for a contract should be when changed 
transportation methods, in his words, have made 
Group 3 quotations, as such, “obsolete.”” His problem 
has become more sharply defined since the June 15 
advance in crude prices, the 1c advance in wholesale 
gasoline prices, lesser increases in dealer tank wagon 
prices and a 0.25c wider jobber margin on gasoline 
to jobbers. As he sees his problem, it is one of trying 
to buy gasoline from one supplier at a price fair to 
buyer and seller and yet return a fair margin of profit 
under varying dealer tank wagon prices in his mar- 
keting area. He must, at the same time, pay for his 
terminaling operation. The issue at hand, since he 
is a river buyer, is to buy competitively so that he 
will be in the running with those being sold gasoline 
on some combination of Group 3, delivered pipe line 
basis, or delivered pipe line-truck transport basis. 
At the present, his contract forces him to absorb a 
differential resulting from higher transportation costs 
on an agreement based on Group 3, but with pipe line 
and barging factors included. 


RESIDUAL TREND—Some government oil experts 
look for the imports of residual fuel oil to start lev- 
eling out before too long. They point to the fact 
that foreign refining expansion has reached a rela- 
tive peak, while at the same time, those refiners are 
joining U. S. refiners in constantly whittling at the 
residual yield from the barrel of crude in prefer- 
ence to lighter products. 


NEW LP-GAS CAMPAIGN—LP-gas distributors will 
use a recently completed price and cost survey as the 
basis of a. renewed campaign to convince farmers 
they should convert their tractors to LP-gas. The 
study, made by Prof. George Pickard of the Uni- 
versity of Illinois, concludes that at present bulk 
price levels, LP-gas tractors have the lowest annual 
cost of operation. Prof. Pickard reported that the 
7c-8.5c price spread between LP-gas and gasoline 
gives savings of 3.5c-9c. At 600 hours, which is 
average use, he said, it costs $74-$127 less per year 
to operate the tractor on LP-gas than to own a Diesel 
tractor, provided the tractor is properly prepared to 
burn LP-gas. He vustimated 3%-4% of the nation’s 
farm tractors now are being fueled by LP-gas. To 
further intensify the tractor conversion campaign, 
the LP-gas information service in Chicago has sent 
copies of Prof. Pickard’s finding to 4,000 rural weekly 
newspapers. 
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BATTERY SELLER—A Midwest oil jobber soon will 
launch a new battery merchandising program de- 
signed to boost sales at service stations. Sales pitch 
points up that all batteries in jobber’s stations are 
FFD—Factory Fresh Daily. Generally, program fol- 
lows the dated coffee, dated bread, dated milk, etc., 
idea. All new batteries will be brought up to charge 
at a central point just before delivery to the station. 
When delivery is made, any batteries on the sta- 
tion shelf longer than a specified period, or show- 
ing a charge below a predetermined level, will be 
picked up and returned to distribution point for re- 
charging. Trickle chargers at stations will be elimi- 
nated. 


MOTOR OIL ANALYSIS—One major marketer is 
about to embark on a program of offering motor 
oil analysis service to fleet operators. Plan calls for 
tests to be made in various districts in the marketers 
sales territory. Company technicians have come up 
with a somewhat simplified method of analyzing oil 
which will enable a quick report on whether the oil 
is good or bad. Samples indicating contaminated 
oil will be given another look at the oil company’s 
main laboratory for more detailed analysis. 


COMPETITION STALLED—Reports from Detroit in- 
dicate that destruction by fire last week of General 
Motors Hydramatic plant in Detroit will hit hard 
production of such cars as Cadillac, Oldsmobile, Pon- 
tiac, Lincoln, Nash, Hudson and Kaiser, all of which 
use Hydramatic transmissions. Cutback in produc- 
tion of these cars will leave car dealers with used 
car sales and repair shop work as primary sources 
of income until production can be resumed—a mat- 
ter of several months in some cases. Look for car 
dealers to step up their campaign to pull more lube 
customers into their shop in an effort to boost TBA, 
tune-up and general repair sales. 


TUBELESS TIRES—tThat old rumor to the effect that 
the time is coming when one or more car makers will 
adopt the tubeless tire as original equipment is being 
heard again this year. A press release from one of 
the Akron rubber companies asserts that sales of 
tubeless tires have increased at triple the rate of 
other tires, and recounts many new applications. It 
ends with the prediction that the “advantages” of 
tubeless tires will be available to “all tire users in 
the near future.” 





Oy Se ea ee a ae Se ee 


“Our 
Responsibility 
As Jobbers” 


by M. D. DE TAR 


President, Pennsylvania Petroleum Association 


fe jose OF US in the independent marketing segment of the Oil Industry are 
usually classed as Jobbers. Whatever success we may attain can be measured 
generally by our personal standing in the community in which we live. 


“This very closeness of customer relationships imposes upon us an. obligation 


to alert our friends as to the history of the Oil Industry and its contributions to 
the general welfare. 


“The Oil Industry Information Committee is dedicated to the telling of this 
story. As Jobbers we should get behind and actively participate in the programs 
of O.L.I.C. if for no other reason than it gives us an effective public relations 


department at extremely low cost.” es 


/ AA lan 
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This is one of a series of personal messages from outstanding oil jobbers who are 
profiting from their activity in the Oil Industry Information Committee program. 
If you would like more information write: 


AMERICAN PETROLEUM INSTITUTE, 50 West 50th Street, New York 20, N. Y. 
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The first Autocar V/8s were delivered to a few 
customers only a year ago. Now, 12 months later, 


they’re the talk of the industry and, judging by 
the flood of inquiries and orders, almost everybody 
wants them. The news has spread by word of 
mouth. One owner, for example, is making four 


inter-city trips instead of three. A number of 
drivers of other vehicles have discussed the V/8 
after seeing it pull away from them on hills. All 


in all, it is recognized that Autocar has something 
very unusual in its precedent-shattering V/8. Add 
to this the fact that the Autocar V/8 is equipped 
with the Autocar Driver Cab—the most imitated 
cab in the industry. No wonder both operators 
and drivers want to find out if it’s as good as they 
hear it is. We tell you more about it—a// about it 
—in the Autocar V/8 booklet. To get your copy, 
just fill in and mail the coupon. 




















= 
| 
| 
| 
| 


The Autocar Company, Ardmore, Pa. 


Please send me the Autocar V/8 booklet. 
Name. foal 


Company Name___ 


Address 


AUTOCAR TRUCKS 


THE AUTOCAR COMPANY . ARDMORE, PA. 
Established 1897 


Factory Branches and Distributors from Coast to Coast in the U.S. and Canada 
Export Division: Drexel Building, Philadelphia 6, Pa., U.S.A. 


Number of trucks in fleet 


Type of operation 





--------------- 
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“filtered fuel 
doubles business” 





DANIEL C. SICKLER 


Micro FILTERED 


D. C. Sickler at Walden, New York, 


WALDEN, NEW YORK and many other fuel oil dealers who 
August 11, 1952 use Bowser equipment, prove that 


Bowser, Inc. metered, printed-ticket deliveries of 
Fort Wayne, Indiana 


Gentlemen: FILTERED fuel do improve business. 


For the past six years we have been using Bowser Mr. Sickler's experience is typical. 


Filters on all of our fuel oil trucks. The results 
have been much beyond our expectations. In three Ta ta: 

years our business has a little more than doubled. Wherever fuel oil 1s sold competitively, 
1 am positive that this is principally due to the 
fact that we have built a reputation of delivering Bowser-equipped dealers have a 


the cleanest oil in this vicinity. 


. 
We can truthfully say that we would not deliver a distinct advantage. if you want to 
Single gallon of fuel oil without first putting it 
through a Bowser Filter. Personally, I have 
never seen another make of filter that compares 
favorably with Bowser 


boost gallonage and improve your 


operation, your Bowser man will help. 
Very truly yours, 


DML Mea 


Daniel C. Sickler 





cache et ERR em me ———,, 


D.C.SICKLER 
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The Sickler fleet of tank trucks equipped with Bowser 
fuel oil filters and ticket-printing Bowser Xacto meters. 


Bowser filter and ticket-printing meter in 


Sickler tank truck. FILTER IT © © © either on the truck or at the bulk plant. Bowser 
ie | filters are available in sizes for every need. 


METER iT © © © into bulk storage and into the customer's tank. 
Protect inventory and assure accuracy. Build customer confidence. 


OTHERS ARE DOING IT! 
Read How in Bowser Bulletin 839. 
Write For Your Copy Today. 


BOWSER, INC. 
Bowser Xacto meters are the standard 


for accuracy in the oil business. 1301 CREIGHTON AVE., FORT WAYNE 2, INDIANA 
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New Fluid Coking Process Could Have 
Beneficial Effect on Residual Oil 


By Glenn M. Green, Jr. 


The new fluid 

coking process 

announced recently by Standard Oil 

Development Co. apparently raises a 

number of questions for the oil job- 
ber. 


The new process will convert low- 
grade crude and residual oil into 
gasoline and heating oils as well as 
produce commercial grade coke. Un- 
der development for four years, the 
new method has been tested success- 
fully at Esso laboratories’ large-scale 
pilot plant at Baton Rouge. 


Carter Oil will install a 3,000 b/d 
unit at Billings, Mont., and Esso will 
put in a 10,000 b/d unit at Baltimore 
and a 20,000 b/d plant at Baton 
Rouge. Other companies will be able 
to obtain license rights. 


It is much too early to predict 
many specific results from the new 
development. But some aspects are 
self-evident to many petroleum ex- 
perts. 


It should have a particular signif- 
icance in areas where the refiners 
have a perennial headache of moving 
large stocks of residual. That has 
had a depressing effect on the mar- 
ket, so that residual frequently 
“backed up” in the area and went at 
distress prices. 


But cutting down the residual yield, 
and lessening possibility of over sup- 
ply, the Esso process could improve 
the market. If that happens, will the 
price gap between residual and coal 
narrow in the competition for indus- 
trial uses —- will the residual] prices 
rise? 


Many oilmen are firmly convinced 
that residual has been going far too 
cheaply. If the price improves, the 
jobber could realize a better margin 
but might have to fight for the 
market. 


Also, it should permit more flex- 
ibility in the refinery yield from 
crude, thereby helping to reduce the 
sharp up-and-down seasonal fluctu- 
ations in refinery output of distillate 
and gasoline. Also, dependent upon the 
economic factor, the new method 
might permit companies to do more 
coking. Of course, the market for 
coke is still quite limited. 
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The process might eventually have 
an effect on imports but it is difficult 
to say which way. It could act as an 
incentive for higher imports of for- 
eign heavy crude to be converted into 
light products. This might harm the 
domestic producers. On the other 
hand, it might spur the production of 
some heavy domestic crude. This 
could help the domestic industry. 


* * * 


The argument before the House 
Ways and Means Committee over 
the 27.5% depletion allowance for oil 
producers probably are not of the 
most absorbing interest to the aver- 
age jobber. 


Briefly, the supporters believe 
there must be such an incentive if 
additional oi] is to be found to meet 
the rising consumer demand. No new 
oil; no supplies to the jobber and re- 
tailer, they reason—or supplies at 
such prices that the consumers will 
stage a buyers’ strike. 


The opponents contend that the 
producers accept the depletion allow- 
ance as a production “subsidy,” then 
use the additional profits to shore 
up their sagging marketing units, 
thus harming the independent 
marketer. The independent could 
compete on more even terms if the 
integrated companies were not re- 
ceiving the depletion allowance, they 
Say. » 


a 
Regardless of who is right, the 
jobber would seem to be involved 
either way. 


* * * 


The Census Bureau may soon be- 
gin estimating total retail sales of 
individual commodities, such as gaso- 
line. This would be in addition to its 
present custom of sizing up sales by 
types of retail establishments. 


It is possible- now to learn the 
total sales by service stations but 
not how much of that money was 
earned by gasoline or lubricating oils 
or TBA items. 


The bureau’s monthly reports may 
be obtained for 10c each on single 
copies or for $1 on a yearly subscrip- 
tion from the Superintendent of Doc- 
uments, Government Printing Office, 
Washington 25, D. C. 


50% | 


MORE ®@ 


Independent Richfield Distributors 
are cashing in on the demand for 
heavy duty motor oils with a great 
new product, Richlube SUPER HD 
Motor Oil. With 50% greater deter- 
gency than ordinary heavy duty oils, 
Richlube SUPER HD gives motorists 
longer wear without repair ... and 
gives Richfield marketers a decided 
competitive advantage. 

Quality products, supported by the 
most extensive advertising campaign 
in Richfield history, is just one of 
the many advantages you will enjoy 
under the Richfield Franchise. If you 
are'an independent distributor in an 
Eastern Seaboard state, phone or 
write today for the complete Rich- 
field story. 


MEW RICHLUBE SUPER HD MOTOR Olt 
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Oil CORPORATION 
OF NEW YORK 


SERVING THE EASTERN SEABOARD 
FROM MAINE THROUGH THE CAROLINAS 
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MODEL 510 SERIES 
SUBMERSIBLE 
PUMP 























MODEL 509 SERIES 
VERTICAL TURBINE 
PUMPS 





























REMOTE SYSTEMS CUSTOM-ENGINEERED 
TO YOUR REQUIREMENTS OF 


STATION LAYOUT... LOCATION...STAND-BY SERVICE... DISPENSERS 


PROVED BY YEARS OF SERVICE 
e+e YOUR CHOICE OF SYSTEMS 


Service station requirements vary according to layout, 
location, storage facilities, gallonage potentials and 
service needs. So must remote pumping systems provide 
a flexibility that will insure optimum performance and 
operating efficiency. That is why Wayne offers a wide 
choice of equipment for remote pumping systems. . . 
why they “station-engineer” each system to your par- 
ticular requirements. 


PLANNED FOR YOU...NO CHARGE 


Wayne engineers carefully study your station layout tak- 
ing into consideration geographic location, storage facil- 
ities, stand-by service, number of island dispensers and 
installation problems. Based on careful checks of all 
factors they recommend the best equipment for your 
station. All plans are available at no charge. 

Wayne Remotrol Systems have been performance- 
proved in leading service stations . . . made to precision 
specifications of Wayne's quality-control standards, 
Wayne offers rotary lift pumps in cabinets for above 
ground location . . . vertical turbine pumps for above 
ground or pit locations . . . submersible pumps with 
pump and motor immersed in liquid, discharge head in 
pit or above ground. All designed for economical opera- 
tion . . . speedy service . . . ease of maintenance. 

Before you decide on your future pumping system 
let Wayne engineers study your plans. The wide choice 
of Wayne Remote Pumping systems assure you of getting 
the best system for your location. 











THE WAYNE PUMP COMPANY 


Salisbury, Maryland 
Fort Wayne, Indiana Toronto, Canada 

















SUPPLY AND DEMAND 





PAD Forecasts Domestic Demand Hike 
With More Imports, Drop in Exports 


Total oil demand, which combines 
domestic demand and exports, will 
average 8,463,000 b/d in the nine- 
month period July, 1953, through 
March, 1954, an increase of 5.5% from 
the previous year, according to a 
revised supply and demand forecast 
issued by the Petroleum Adminis- 
tration for Defense. 

Domestic demand alone for all oils 
for this period was estimated at 8,- 
110,000 b/d, up 6.8% from the pre- 
vious year. The following percentage 
increases were shown for major pro- 
ducts: Gasoline up 5.9%; kerosine 
up 9.7%; distillate up 13.1%; and re- 
sidual fuel up 2.9%. Increase for all 
other oil products was given as 6%. 

PAD also predicted that exports 
would fall 18.3% and imports would 
climb—crude oil 5.8% and products 
7.7%—in the nine-month period as 
compared with last year. 

The forecast was released by W. 
G. Donley, acting director of PAD’s 
Program Division, when he addressed 
the American Institute for Co-opera- 
tion at Columbia, Mo. 

Mr. Donley said that if indicated 
demand is to be met, crude runs to 
stills will have to average 7,200,000 
b/d over the next three quarters, 
compared with a current average of 
about 7,100,000 b/d. 

He also noted that the effect of 
distillate fuels on total demand is 
becoming more pronounced and said 
that the oil industry will have to 
make one of two choices: 

1. Install more storage and tolerate 
higher summer stocks of distillate, 
or 

2. Reconcile itself to substantial in- 
creases in winter operations and sub- 
stantial cutbacks after the peak heat- 
ing season. 


While figures in PAD’s revised 
forecast are not exactly comparable 
with the revised 1953 forecast is- 
sued by the Bureau of Mines (see 
NPN Aug. 12, p. 15), since the per- 
iods covered by each forecast differ, 
the following table will give some 
idea about how the two agencies 
view the demand picture: 





Domestic Total 
PAD forecast D d D d 
(bbis. per day) 

2nd half, — eenvece 7,841,000 8,210,000 
Amt @tr., 2966 ....ccce 8,660,000 8,980,000 
July, 1953- March,1954 . 8,110,000 8,463,000 
B. of M. forecast 

Srd qtr., 1953 ....... 7,277,000 7,657,000 
4th qtr., 1953 ........ 8,310.000 8,636,000 
Year 1953 .9.%...... 7,732,000 8,118,000 


Refinery Runs Up—v. S. refinery 
runs of crude oil in the week ended 
Aug. 8 rose 39,000 b/d over the pre- 
vious week, according to API's 
weekly statistical report (see sum- 
mary table on this page). Output 
of all principal products, however, 
was down. 

Gasoline production dropped 306,000 
bbl., Kerosine 113,000 bbl., distillate 
fuel oil 30,000 bbl. and residual fuel 
oil 10,000 bbl. 


Summer driving resulted in with- 
drawal of 104,000 bbl. of gasoline 
from primary storage. Withdrawal of 
59,000 bbl. of residual fuel oil also 
was noted. Distillate stocks were 
boosted 4,059,000 bbl. and additions 
to kerosine stocks amounted to 949,- 
000 bbl. 

Crude oil and condensate produc- 
tion declined 18,500 b/d from the 
week ended Aug. 1 to a total of 
6,538,250 b/d. 

Penna. Runs Improve—Increase of 
9,663 b/d in Pennsylvania grade 
crude oil runs to stills was shown 
for the week ended Aug. 8 as com- 
pared with the preceding week in 


Summary of API Report on Refining Operations 
(U. S. Total — B. of M. Basis) 


Week Week Increase 
Ended —e or 
Aug. 8 Aug. 1 Decrease 
Production (figures in bbls.) 
Crude runs—daily avg. 7,063,000 7,024,000 + 39,000 
Foreign crude included Ae 2 629,000 + 23,000 
Per cent er: es 91.6 91.1 + 0.5 
Gasoline 24,477,000 24,783,000 — 806,000 
SLT IN PE Plates 196 2,309,000* — 113,000 
Distillate fuel oil ........ 9,744,000 9,774,000 — 30,000 
Residual fuel oil . 8,576,000 8,586,000 — 10,000 
Stocks 
Finished & unfinished gasoline 143,319,000 143,423,000 — 104,000 
Kerosine . S Syaen eae 31,681,000 30,732,000 + 949,000 
Distillate fuel oil . 106,710,000 102,651,000 + 4,059,000 
Residual fuel oil 49,488,000 49,547,000 — 59,000 


*Revised. 
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National Petroleum Assn. statistics. 
Comparative figures follow (in b/d): 


Week Ended Week Ended Week Ended 
Aug. 8, 1953 Aug. 1, 1953 Aug. 9, 1962 
50.072 40,409 43,816 


Imports Off—Crude oil and pro- 
ducts imports into the U. S. in the 
week ended Aug. 8 dropped 49,700 
b/d from the previous week, accord- 
ing to the American Petroleum In- 
stitute report. 

East of California imports were 
down 72,900 b/d from the previous 
week, while California imports gained 
23,000 b/d. 

Week Week 4 Weeks 
Ended Ended Ended 
Aug. 8 Aug. 1 Aug. 8 


(bbis. per day) 
East of California: 


Crude oil ........ 557,400 547,600 556,200 
Residual] fuel oil .. 202.700 270.800 249,500 
Distillate fuel oil .. 5,000 5,000 6,800 
Asphalt .......... onset 14,600 3,700 
GD be ecdecnces. cevses cetege 6,100 
Men Scnsoscdse 765,100 838,000 822,300 
California: 
Crude oil ........ 115,100 91,900 71,800 
CORED co cucecsscecs -cspece — asceé Sess 
WAM cecvcivses 115,100 91,900 71,800 


Total U. 8. Imports 880,200 929,900 894,100 


Gasoline Data—The API reported 
June gasoline consumption estimates 
for 16 states in the following table 
(in thousands of gal.): 


dune June 
1953 1952 % 

. (In thousands of gals.) 
Arizona ........ 28,961 26.757 8.2 
Arkansas ...... 44,622 39,996 11.6 
Connecticut .... 55,177 49,280 12.0 
Illinois ......... 243,434 217.215 12.1 
TOU: ccccceccece 107,493 92,842 15.8 
Louisiana ...... 60,111 52.288 15.0 
Maryland ...... 57,344 55,214 3.9 
Nebraska ...... 53,829 47,749 12.7 
North Carolina . 98,190 92.854 5.7 
North Dakota .. 31,086 26,042 19.4 
Rhode Island .. 17,764 15,700 13.1 
South Carolina . 51,535 47,637 8.2 
, eer 393,101 316,058 24.4 
Vermont ....... 10.709 9.991 7.2 
Virginia ....... 93,661 85,477 9.6 
Washington ... 72,917 66,918 - 9.0 


North Carolina revised May, 1953, figure— 
97,890. 


Record for Aramco — Arabian 
American Oil Co. set a production 
record for July, reporting 28,199,974 
bbl. or 909,677 b/d in Saudi Arabia, 
up 28,783 b/d from June. 

The Aramco total challenges Ku- 
wait Oil Co. as top world oil pro- 
ducer. Aramco’s July production is 
almost 1,000 b/d larger than the Ku- 
wait output for June. 

Crude processed at Aramco’s Ras 
Tanura refinery during July totaled 
6,879,556 bbl. or 221,921 b/d. Crude 
production for the first seven months 
was 179,248,553 bbl—845,512 b/d. 

New Platformer—Phillips Petrol- 
eum Co. is planning to install a 
16,000 b/d UOP Platforming unit at 
its Sweeny, Tex., refinery with con- 
struction to begin early in 1954. The 
unit will be one of the largest con- 
tracted for or built to date. Comple- 
tion is scheduled late next year. 

Phillips says it will use the unit to 
produce high-quality blending stock 
for greater output of high-octane 
gasoline. 
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qu! NEW ARO 
BOOSTER CONTROL HANDLE 
HAS SELF-SERVICING FEATURE 


FOR ALL CHASSIS 
LUBRICATORS 


Ne 


Model 60962 
ARO DU-ALL 
CONTROL 
HANDLE 


Also... AIR TOOLS... 
AIRCRAFT PRODUCTS... 
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a 
~ Self-Servicing Kit 





_ No lost time—no need to send this handle away 
- forservicing! You can easily replace parts in a 
few minutes . . . just use this kit. 


One pull of trigger passes grease at line pressure 
_ for normal lubrication. For hard 
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( RUST-BAN 


REG. U. S. PAT. OFF. 


Each year corrosion costs industry 

millions of dollars. A practical way to 

stop this destruction is to use an economical, 
- efficient Rust-Ban protective coating. 


A complete line Rust-Ban is not a single product. It is a complete line of 


protective coatings designed for every condition requiring 
protection against corrosion. Special Rust-Bans are available 
for such difficult exposures as in oil refineries, chemical 
plants, ice plants, the marine industry and others. 


HUMBLE OIL & REFINING CO., Houston 

STANDARD OIL COMPANY (KENTUCKY), Louisville, Ky. 
PENOLA OIL COMPANY, Detroit, Mich. 

THE CARTER OlL COMPANY, Denver, Colo. 

ESSO STANDARD OfL COMPANY, New York, N.Y. 
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DETTER PROTECTION 


for Oil Products 
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BIRTANK all-welded, leak-free storage 
tanks have a habit of long life one service. 
Designed in all standard and special sizes, 
BIRTANKS give maximum service at low cost. 


Shop built or field erected. 


FOR COMPLETE INFORMATION on BIRTANK write: 


A TYPE AND SIZE BIRMINGHAM TANK company 
FOR EVERY OI STORAGE Aa 
REQUIREMENT THE INGALLS IRON WORKS COMPANY 


Main Office: Birmingham, Ala. 
Sales Offices: New York, Chicago, 
Pittsburgh and Houston 


AUGUST 19, 1953 





Every third Employee owns part of Standard 


d 


= 


Be 


? aa 

z oa et 
Meet Forrest Dickinson, a driller from Whittier, 
California—and one of the owners of Standard Oil 
Company of California. Forrest is bringing up three 
youngsters, buying a home, and is also building a family 
nest egg by investing in his Company throughStandard’s 
stock ownership plan. Forrest and other Standard Oilers 
who are 35 or older and have 5 years of service, may, 
if they wish, invest a portion of their pay in Standard 
shares. The Company assists by contributing a per- 
centage of its net profit to the stock ownership plan. 
Thus, in addition to salary and employee benefits, For- 


There’s No Such Thing as a “typi- 
cal’’ Standard shareholder. More 
than 115,000 individuals and couples 
from all levels of life own Standard. 


Standard’s Owners are, mainly, thousands of average 
everyday people, most of them Westerners. Their Com- 
pany’s management is wholly independent. Standard 
Oil Company of California is neither owned nor con- 


Small Businesses and large believe 
in us, too. Our records show that 
1,889 firms own shares of Standard 
Oil Company of California stock. 


rest shares Company earnings in two ways: through 
Standard’s contributions to his stock purchases, and 
through dividends on stock. Nearly 95% of all eligible 
employees now participate in this plan. While several 
thousand previously had invested in Company shares 
on their own, 12,000 of a total 34,750 Standard Oilers 
are now shareholders. This means, of course, that 
better than one out of every three people who work 
for Standard also own Standard. That’s why Standard 
Oilers work a little harder to serve you better—after 
all, it’s their business, too. 


244 Churches and religious organi- 
zations, 165 hospitals and medical 
groups, and 293 universities and 
schools own part of Standard. 


trolled by any of the Standard companies in the East. 
Questions or comments about our Company are always wel- 
come. Write: Standard Oil Company of California, P. O. 
Box 3495-B, San Francisco, California. 


STANDARD OIL COMPANY OF CALIFORNIA plans ahead to serve you better 
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WHEN A HOSE IS MADE WITH NEOPRENE... 


You can depend on it for every job 


CARGO LOADING HOSE 








NEOPRENE 
TUBE 


resists the softening and 
swelling action of fuel oils, 
gasoline, solvents, and 


most chemicals. Smooth ° oe aa NEOPRENE 
and tough, it assures a fast ; ; 
flow rate...does not de- ee é 
velop mushy spots that ; COVER 
weaken hose. . of withstands draggingover 
. rough surfaces, even 
when wet with oil. This 
rugged cover resists 


cracking, sunlight, ond 
weathering. 






































TANK TRUCK HOSE FUEL OIL HOSE 


made with p is lightweight . . with neoprene tube and cover delivers of neoprene can take rough handling with- with neoprene cover withstands dragging 


sets service records in handling oil prod- jong, trouble-free service. The neoprene out chipping and cracking. . . gasoline 
ucts and many chemicals. Smooth-bore cover resists abrasion, sunlight and and oil products won't soften the tube. 
neoprene tube has fast flow rate. weather . .. is flexible, easy to handle. 


TODAY’S INCREASED DEMAND 
for petroleum productsisthrow- 
ing a heavy load on delivery 
equipment. And hose made with 
tube and cover of Du Pont neo- 
prene is doing its share—effi- 
ciently handling millions of gal- 
lons of gasoline, oil, and chem- 
icals under rugged operating 
conditions, year after year. 


Suchreassuring dependability 
is essential in meeting tight pro- 
duction schedules and delivery 
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over rough surfaces, even when wet with 
oil. Neoprene tube resists the softening 
and swelling action of fuel oils. 


commitments.Sonexttime you You'll find neoprene will help 
reorder, specify hose made with in keeping maintenance costs 
a neoprene tube and cover. low by reducing replacements. 


FREE! THE NEOPRENE NOTEBOOK 
Every issue contains illustrated case histories, in- ‘gi 
teresting stories, new applications of neoprene. | 7) | 
The rubber made by Clip and mail this coupon to E. |. du Pont de mk 
3 Nemours & Co. (Inc.), Rubber Chemicals Division . oy 
Du Pont since 1932 NP-8, Wilmington 98, Delaware ‘te 
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Firm 
Address 
BETTER THINGS FOR BETTER Livir 
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Before you buy any truck... Make the 
[5-second SIT DOWN TEST 
in FORDS new Driverized Cab 


faa : 
St the worlds most comfortable truck cab! 
Its new! Its DRIVERIZED! Only FORD has it! 


Tt’s a truck driver’s dream come. 
true! You'll know it too, in just 
the 15 seconds it takes you to... 
swing open the new wider doors... 
slide into the 3-man comfort seat 
with exclusive shock-snubber . . . 
sweep your eyes across the one- 
piece windshield and back to the 
4 ft. wide rear window .. . 

stretch out in big cab roominess... 
sigh a sigh of solid comfort. Man! 
What a treat for a working guy! 


The completely new Ford 
Trucks offer many great ad- 
vancements in easier driving and 
time-saving delivery, all at the 
same low price. 


chro-Silent transmissions for 
faster, easier shifting--new set- 
back front axles for sharper 
turning—new features through- 
out to help get jobs done fast. 


Choose the one right truck for 
your work from over 190 com- 
pletely new Ford Truck models. 

And before you buy any truck, 
make the 15-second Srr Down 
Test. It will open your eyes to 
comfort you never thought pos- 
sible in a truck. See your Ford 
Dealer today! 


FORD covOMyY TRUCKS 


SAVE TIME! SAVE MONEY! LAST LONGER! 
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' Sherwin-Williams, one of the best known names in the 
paint industry, is shipping S-W paints in colorful Rheemcot 
lithographed 55-gallon drums, to make the company 
name and trade-mark even better known. 

'  Rheemcote containers can be lithographed in any 

' number of colors, any design, including halftones. The 

- high-gloss finish is tough, long-lasting. When necessary, 
interiors can be roller-coated with special 
protective lacquers. 

If your product is shipped in steel containers, let Rheem 
show you the way to added prestige and profit ... with 
———— Rheemcote Poster Drums. 

Write for free colorful booklet on this powerful new 
advertising medium. Rheem Manufacturing Company, - 
4361 Firestone Boulevard, South Gate, California. 


Sas you he ue NRMOOMCOE OTUIMS 


©1953. RHEEM MFG. CO. 


RHEEM MANUFACTURING COMPANY ~ Manufacturing Plants in 22 Cities Around the World 


PLANTS AND OFFICES: BURLINGTON, LINDEN, NEW JERSEY © CHICAGO, ILL. © HOUSTON, TEXAS © NEW ORLEANS, LA. © NEW YORK, N. Y 

NEWARK, RICHMOND, SAN FRANCISCO, SAN PABLO, SOUTH GATE, CALIF. © SPARROWS POINT, MD ¢* FOREIGN PLANTS: BRISBANE, FREMANTLE 

MELBOURNE, SYDNEY, AUSTRALIA © BRISTOL, UNITED KINGDOM © SUENOS AIRES, ARGENTINA © HAMILTON, ONTARIO © LIMA, PERU 
RIO DE JANEIRO, BRAZIL © MILAN, ITALY © SINGAPORE 
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ELIMINATES 


CONTA MINATIOCL 
AND BACK SIPHONAGE 


P-324 available in 2”, 21/2", 3” and 4”. 
P-326 has extra female threaded outlet. 





@ Combining both Positive Stop and Swing Check features, 
this Milvaco-pioneered valve does double-duty, and is 
engineered to comply with state regulations requiring equipment 
that prevents the reversal flow of liquid from one 

compartment to another. There's never any danger of bd 

contamination or back siphonage when your Made of Milveley — the miracle alley 
truck tanks are equipped with Milvaco P-324 Combination that combines light weight with 
Stop-and-Check Valves! superior sturdiness. 





@ Specify and use MILVACO products on all your petroleum 
equipment. There's a nearby Milvaco representative Other Milvaco Stop-and-Check Valves 
to serve your complete needs. available in bronze, 2”, 21/2” and 3”. 
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MILWAUKEE VALVE Cc . MILWAUKEE 7. 

















Want to lasso 
MORE customers? 
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the franchise with a future for you! 


What do you figure an average steady cus- 
tomer is worth per year—$200—$300 or $400? 
Whatever you figure, you can count on pulling 
more of those cash customers across your drive- 
way IF you’ve got the kind of backing Skelly 
dealers and jobbers always get! 


Strong talk? Yes! Backed with strong proof! 

Before you make up your mind about any fran- 

chise, make us show you the big reasons why COSCO EEE THEE HEEOS 

you'll win more customers when you're doing 

business under the big, red, white, and blue sign SKELLY aaah sateen 

of SKELLY SERVICE. Jot your name on the coupon aap paatateed BNR sak 

now to get the facts! YES! Without obligation, PROVE to me that | can 
make more money with Skelly! 


SKELLY OIL COMPANY My nome____. 


Marketing Headquarters: KANSAS CITY, MISSOURI pe tae 
Division Offices: Kansas City + Chicago + St. Paul ,S 
Omaha + Cedar Rapids + Tulsa + Wichita + Denver + Dallas om City 
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FurOlator’s fall Round 


fits your fall oil and — 7 
TBA Selling Program like | 


A good product to tie in with! That’s Purolator! 
Because while you’re tying in with Purolator, 
Purolator is tying in with you! 


Purolator’s fall and winter oil filter selling pro- | 


gram fits your fall and winter oil selling programs 
like a glove! Fits Oil-Change and Tune-up Drives! 
Fits special TBA promotions! 

Purolator’s Program ties in—and sells for 
you! What’s more, Purolator is backing ’53’s spe- 
cial fall oil filter selling program to the limit .. . 
giving you a program that ties in—and sells—at 
home—on the road—right down the line! 
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Advertising—magazine and point-of-sale pieces—bigger, stronger than ever! 


ADS LIKE THESE 


Featuring famous stars of stage, screen, 
radio, TV in Saturday Evening Post, Life, 
Look, Popular Mechanics, Popular Science 
and the big farm magazines. Seen and 
read by millions before they buy! 


Sells an extra quart of oil with every filter. 
Purolator’s program will help sell more oil filters— 
help every dealer sell every customer when he comes 
in for an oil change. That’s the basic purpose, of 
course. But more than that, it helps dealers UP 
their oil sales, sells an extra quart of oil with every 
filter sold! 


Plan now to tie in with Purolator’s Oil Filter 
sales plans. Full information—suggested stock and 
details of promotion—on request. 

PUROLATOR PRODUCTS, INC. 
Rahway, New Jersey and Toronto, Ont., Canada 
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DISPLAYS LIKE THESE 


where motorists buy! Seen by millions as they buy! 
Includes a brand-new idea in counter-window dis- 

plays (provides space for oil company tie-in). Also 

streamers and posters in eye-catching Day-Glo! 


Also for every dealer: “Facts Asout Fitters.” Purolator’s 
handsome 16-page book shows all—tells all about filters... What 
tosay—and how tosay it! Makesureall yourdealers get copies please! 











REMEMBER: 
100% of the market is Purolator’s 


1. Most makes of cars are factory-equipped with 
Purolator Micronic* Oil Filters. 2. All cars filter- 
equipped take Purolator* Refills. 3. Tests prove 
Purolators are built better, do a better job than 
ordinary filters—filter more dirt, finer dirt, faster 
—leave valuable H-D additives in. 


*Reg. U.S. Pat. Off. 


. PurOlator 


> Volifns: C1 FILTER 
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WILLIAM O. SWORD 
President, Petroleum Service Co., Inc. 
Wilkes Barre, Pa. 


HENRY B. VAN DYNE 
President, Van Dyne Oil Co., Inc. 
Troy, Pa. 





SAMUEL H. DAVIS 
President, Arguls Gas and Oil 
Sales Co., Inc., Brooklyn, N. Y. 


TIDE WATER 
aie ASSOCIATED 
OIL COMPANY 








Ep or 


OUR CREED 


FRIENDLINESS 
CLEANLINESS 
HONEST VALUES 





- v ° TAI N ; D Q ALITY PE Rc rge te ~~ bil 
AND S 's RV ! ¢ 3 Saugus, Mass. 





B. F. REINAUER 


President, Reinayer Brothers, Inc 


Lyndhurst, N. J. 


ur Hats & 


FRANCIS GILBANE 
President, F. Gilbane Incorporated 
Pawtucket, R. I. 


ITH GREAT PRIDE, Tide Water Associated Oil Company presents 
Wiis of its respected associates . . . and independent distributors. 
Several of these outstanding businessmen have been distributing 
Tide Water Associated products for more than a quarter of a century! 
These independent businessmen typify, we think, “the American 
Way of devoted service to their communities. We are honored to 
have had such pleasant associations with them for so many years. 
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Red Seal's double case design completely eliminates 


any distortion that may be din the 





chamber by line pressure or by normal stresses set up 
in the piping system. Prevents binding, inaccuracies, 


and uneven chamber wear. 


LOW METER 
MAINTENANCE 


Either you buy it built-in, or you 
don't get it at all... 


In Illinois, a petroleum jobber averaged 14,000,000 gallons per year 
through three 3” Red Seal meters . . . and never had to replace or 
work on the accurate measuring chambers in five years! In Indiana, a 
2” Red Seal tank truck meter showed so little wear after 11 years of 
hard work it required calibration only two steps away from its origi- 
nal setting! 

Unusual cases? No. You or your neighbor may have Red Seals 
with equally fine records. 

It's proof of the sustained accuracy that’s built into Red Seal 
meters . . . built into many design details like the four shown on this 
page .. . details you can see with your eyes. There’s only one mov- 
ing part in the measuring chamber, with positive, non-wearing seal 
of a capillary film of liquid. No intricate valves, leathers, or pis- 
ton rings. 

When modernizing your bulk plants and trucks, take a long look 
at the years ahead and specify Red Seals for sustained accuracy you 
can bank on. Ask our nearest Red Seal jobber or branch office 
for details. 


Seal between oscillating piston and chamber in Red 
Seal Meter is of the capillary type ... a thin film of 
liquid whose thickness is carefully controlled by pre- 
cision machining. Eliminates metal-to-metal wear, 
provides constant, positive seal. 





Dirt in the ing el t is a frequent cause of 
trouble in any meter. Here's where Red Seals sove, 
for occasional particles won't damage the Red Seal 
hamber. The chamber is easy to remove and clean. 
There is no plicated hanism to get out of ad- 
justment. 








Patented Red Seal “‘Gear Shifter"’ firmly locks calibra- 
tion in position with precision gears. It positively can- 
not drift or get out of adjustment. Sealers like it be- 
cause it is so easy to adjust when required .. . and 
it's seldom required. 



































tecuracy You. Can Bank On 


NEPTUNE METER COMPANY 


SO WEST SOth STREET «© NEW YORK 20, N. Y. Branch Offices: 


ATLANTA + BOSTON + CHICAGO + DALLAS + DENVER 
NO. KANSAS CITY, MO. + LOS ANGELES - LOUISVILLE 
PORTLAND, ORE. + SAN FRANCISCO 
IN CANADA: MEPTUNE METERS LYD., 

95-£ 1430 LAKESHORE RD., TORONTO 14, OWT. 
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Oil helps him keep us healthy... 


What makes a doctor? Long years of learning, a deft pair of hands, 


eyes that see beneath the surface, a mind that must make life-or-death 
decisions in a clock’s tick. Working hours: 24 a day. Responsibility: unlimited. 
Petroleum, so useful in so many fields, is helping the doctor, too. 
A lot of his “magic” aids — such as antiseptics, drugs, sedatives, dressings — 
are produced from this vital resource. Through continuous research 
and superior petroleum products, The Texas Company has 
long served our country’s medical profession. 


The Texas Company 


TE 
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O NLY in SMITHway Service Station Pumps 

can you get this revolutionary meter. It’s 
Self-Purging. It passes all water and sediment. 
Outlet port at bottom —no chance to accumu- 


late foreign matter which causes wear. Valve 
is self-lapping. Other outstanding features add 
up to long life with dependable accuracy. Get 
the complete story from our nearest represen- 
tative or write for copy of Bulletin No. 162. 
A. O. Smith Corporation, Meter Division, 
5715 SMITHway St., Los Angeles 22, Calif. 


FACTORIES: 5715 SMITHWAY STREET, LOS ANGELES 22, CALIF. P. @. BOX S00, SUCCASUNNA, I. J. 
Offices: Atlanta, Chicago 7, Houston 20, Los Angeles 22, New York 17 
Caneda: Toronto 12, Vancouver 1; International Div. — Milwaukee 1, Wis. 
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In 5 great markets General American offers 
you complete bulk liquid storage terminal facil- 
ities with no capital investment on your part. 


You use modern facilities, pipelines, manifolds, 
blending equipment. 


You have complete privacy. 


All methods of bulk liquid transportation 
available. 


At the Ports of New York and New Orleans 
there is high-speed canning, drumming and 
barrelling equipment—yours to use. 








use General American’s for lease”’ 
facilities at Houston 


Houston is recognized as the petro-chemical mar- 
keting center in Texas. Via tanker alone it handles 
484.9 million Ib. of bulk liquids every month. 





TANK STORAGE 
TERMINALS 


ta dopeudability SPO GENERAL AMERICAN in Important Marketing Centers 


® Port of New York (Carteret, N. J.) ® Houston 
® Port of New Orleans (Goodhope, La.) ® Corpus Christi 
© Chicago 











GENERAL AMERICAN TANK STORAGE TERMINALS a.division of General American Transportation Corporation 
135 South La Salle Street, Chicago 90, Illinois 
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‘Price Leader’ Attack 
Disturbs Marketers 


Oil marketers, both wholesalers and retailers have 
cause for concern in reports that the “price leader” 
concept in petroleum pricing is suspect under the 
antitrust laws and that the Justice Department may 
make an effort to outlaw it. 

In fact, it looks as if Attorney General Herbert 
Brownell will be handed a recommendation in the 
near future that the Antitrust Division launch a legal 
assault against the “market leader” practice. 

These marketers evidently wonder if they are in- 
volved, and if so, how. It is still too early to see 
the “four corners’ of the proposed legal action, but 
as of now, the suit would seem to be aimed at al- 
leged collusion in the setting of tank wagon gasoline 


prices. 
not be a primary target. 


Gasoline retail sales and crude prices would 


In that case, retailers would not be involved. But 


there are some indications that 
wholesale and retail trade associa- 


tions might be brought in under 
certain circumstances. 


Apparently, Antitrust Chief Stan- 
ley N. Barnes feels the division has 
sufficient facts to warrant a suit; 
otherwise there would be no ques- 
tion of its being forwarded to Mr. 
Brownell. Without committing him- 
self pro or con, Mr. Barnes says the 
Justice Department’s final decision 
would be made “within 90 days.” 
Other DJ sources seemed to feel it 
would come much sooner. 


Split on Method—Lower echelons 
in the division have been convinced 
for some time that a case could be 
made. But there was a split over 
tactics. One group felt that DJ 
should file a civil suit and seek a di- 
vorcement of production from mar- 
keting in the oil industry. Another 
group believed that the divorcement 
matter should wait; that DJ should 
merely try to prove a collusion case 
in the gasoline wholesale field. 

Apparently, the divorcement at- 
tempt has been shelved indefinitely 
and the latter course agreed upon. 
One strong factor here may be the 
feeling around DJ that the present 
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Administration frowns on such pro- 
posals as divorcement. 

The matter is so touchy that Mr. 
Barnes deliberately toned down his 
speech this week before the National 
Congress of Petroleum Retailers. 
First drafts evidently carried clear 
warnings of possible legal action 
against oil trade associations if they 
failed to steer clear of the antitrust 
statutes. Mr. Barnes was not satis- 
fied with the talk and made exten- 
sive revisions. 


The Reason—The “market leader” 
aspect comes into the picture be- 
cause government attorneys are con- 
vinced it is used as a means to fix 
prices without the necessity of com- 
panies actually sitting down together 
to accomplish it. 

Thoughtful DJ officials say the de- 
partment is not quarreling with the 
“market leader” concept itself. They 
concede there will be “price leaders” 
even in the most hotly competitive 
situations. But they say this re- 
sults from the true dominance of one 
seller in a specific area. 

They contend, however, that in the 
oil industry certain companies follow 
a “leader” when they themselves are 


Mr. Barnes 


powerful enough to go their own 
way on prices. Here's the way one 
official puts it: 

“We can understand that Com- 
pany A is so strong, economically, 
in a certain area that it becomes the 
price leader. However, in an ad- 
joining area, Company B is not near- 
ly as large or powerful a company as 
A-—but A follows B’s prices when A 
sells in B’s territory. That is what 
we want to stop.” 


Government’s Opinion—-When sev- 
eral companies are following such a 
practice, they are guilty, in DJ eyes, 
of collusion whether the price leader 
consents to being followed or not. 

Many of the “facts” and informa- 
tion on which the proposal to prose- 
cute is based are not new. They 
have been in the department's files 
for years. Others are more recent 
and there is every indication that the 
recent oil price increases are being 
scrutinized carefully for possible in- 
clusion. 

The House Commerce Committee 
hearings on these price boosts are 
not a factor at the present time. If 
the decision is made to go ahead 
with a suit, the transcript of the hear- 


2¢ 
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ings will receive careful attention. 
But it is unlikely to turn up any- 
thing the government attorneys do 
not already know. 

Chairman Wolverton (R. N.J.) and 
Committeeman Heselton (R. Mass.) 
paid Mr. Barnes a visit last week. It 
was understood that little of a defi- 
nite nature was accomplished during 
the visit but it was given credit for 
perhaps putting Mr. Barnes into a 
more receptive mood toward the 
prosecution proposal than he might 
otherwise have been. 

Grand Jury Probe—If the top men 
flash a green light for a suit, the de- 
partment probably will file the nec- 
essary papers for a grand jury in- 
vestigation. It undoubtedly has in 
its files data which would lead to- 
ward specific instances of alleged col- 
lusion and the individuals concerned. 
Additional evidence would be sought 
through the grand jury. 

Indictments charging criminal vio- 
lation of the antitrust laws would be 
sought. Then the whole thing would 
go into the trial stage. 

If this course is followed, the de- 
partment almost surely will not pro- 
pose an alternative system to the 
“market leader” method. Instead, it 
would merely seek convictions. If it 
were successful, then it would be up 
to the industry to find another way 
of arriving at prices. 

It is freely conceded at the depart- 
ment that some confusion would re- 
sult and that a good many oil job- 
bers might suddenly find themselves 
in a cutthroat competitive situation. 

But eventually, these DJ sources 
argue, conditions would stabilize and, 
they contend, “the consumer would 
get a better break” because they be- 
lieve prices would generally be lower. 


FTC Names Professor 
To Head Cost Committee 


Professor J. G. Taggart has been 
named chairman of the committee on 
cost justification being organized by 
the Federal Trade Commission. 

Purpose of the committee is to de- 
termine whether it would be feasible 
for the commission to develop stand- 
ards of accounting for cost justifica- 
tion which companies could use in 
defending themselves against price 
discrimination complaints. 

“I have long thought that one of 
the main reasons for the failure of 
the Robinson-Patman Act was the 
mystery and ignorance—both in in- 
dustry and government—which sur- 
rounds distribution costs,” FTC Chair- 
man Edward F. Howrey said. 

Prof. Taggart is assistant dean of 
the School of Business Administra- 
tion, University of Michigan, and is 
considered by Mr. Howrey to be one 
of the country’s leading authorities 
on cost accounting. 


No Changes Seen in Depletion Allowance 


The House Ways and Means Com- 
mittee listened one day last week to 
pro and con arguments on the 27.5% 
depletion allowance for oil producers, 
and when it was all over there was 
no indication that the committee 
would recommend any changes in the 
present system. 


It was a lively hearing while it 
lasted. Here were the views of the 
principals: 

Paul E. Hadlick, general counsel 
for the National Oil Marketers Assn., 
said the depletion allowance was a 
“gigantic subsidy.” He said it was 
being used to “complete the monop- 
olization of the oil industry.” 

Mr. Hadlick said the integrated 
companies were using it to cover 
their losses in their marketing op- 
erations, thereby giving them an un- 
fair advantage over the Independent 
jobber who has to make his business 
stand on its own feet because he 
doesn’t have any depletion “subsidy.” 

Representatives of the Mid-Conti- 
nent Oil and Gas Assn., the Inde- 
pendent Petroleum Assn. of Amer- 
ica, Western Oil and Gas Assn., 
American Petroleum Institute and 
the Rocky Mountain Oil and Gas 
Assn. had an entirely different view. 

They said that reports of fabulous 
profits in the oil industry were pure 
poppycock. 

They submitted statistics showing 
that over a 28-year period “the av- 
erage return on the capital invested 
was 10.14% for oil companies and 
11.3% for manufacturing companies.” 

In only five of those 28 years, they 
said, did oil companies earn a higher 
rate of return than manufacturing 
companies. 

“In considering the subject of 
profits, it is recognized that an im- 
portant function of profits in any in- 
dustry is to bring in enough capital 
to meet the demand for the indus- 
try’s products,” they said. “When 
approached from this basic point of 
view, it seems unquestionable that 
profits of the oil industry have not 
been excessive.” 


Defense Risk—Lt. Gen. Ernest O. 
Thompson, chairman of The Texas 
Railroad Commission, said to tamper 
with the depletion allowance now 
was to tamper with national secur- 
ity. 

Instead of thinking about killing 
or reducing the tax, there should be 
additional means devised to. further 
stimulate domestic production, he 
said. 


General Thompson said Congress 
passed the depletion law in 1926 to 
assure abundant supplies for an ex- 


panding economy, to assure equitable 
taxation of the petroleum industry 
and to provide adequate oil reserves 
for defense. These purposes have 
been achieved, he said. 


Talking about what would happen 
should the percentage depletion al- 
lowance be reduced, the Texan said 
there would be these bad results: 

1. The price of gasoline and other 
petroleum products would increase 
through added costs and scarcity. 

2. The incentive for risking capital 
for exploring, wildcatting, discover- 
ing and developing would be danger- 
ously diminished. 

3. Diminishing of discovered un- 
derground oil reserve would jeop- 
ardize America’s program of defense 
and military preparedness. 

4. Small “stripper well” operators 
would be forced to curtail operations, 
and many might be forced to liqui- 
date. 

5. Suppliers to the oil and gas in- 
dustry would suffer because of cur- 
tailed operations and there would 
therefore be less income available for 
taxation. 

6. The slowdown which would hit 
the industry would reduce the in- 
dustry’s payroll and thus materially 
reduce individual income subject to 
taxation. 

7. Millions of industry stockhold- 
ers would get smaller dividends and 
this, in turn, would make investors 
less willing to invest in oil stock. 


Depletion An Aid-——J. P. Jones, an 
independent oil producer of Brad- 
ford, Pa., told the House committee 
that percentage depletion had been 
helpful to the large and smal] oil 
operator, to the public and to the 
nation itself. 

He pointed out that all wells even- 
tually become stripper wells and said 
it was important to all concerned 
that these wells maintain contact as 
long as possible with the reserves 
of crude oil beneath them. 

At one point, Committee Chairman 
Reed (R., N. Y.) challenged some of 
Mr. Hadlick’s remarks, particularly 
concerning stripper wells, and Rep- 
resentative Simpson (R., Pa.) took 
issue with Mr. Hadlick over the ques- 
tion of divorcing production from 
marketing. 

The depletion allowance was only 
one of 40 tax topics the House Ways 
and Means Committee was studying 
in preparation for recommending 
revisions in tax laws. No decision 
by the committee is expected for 
some months, as the main purpose is 
to have the proposals ready for the 
next session of Congress. 
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LONGER THAN THE ‘LIZ’ is this eight-barge integrated tow, typical of many used by the inland-waterway fleet. 


a Saeed 


Its water line 


length is 182 feet longer than that of Britain's Queen Elizabeth—longest luxury liner afloat, their respective measurements being 


1,170 and 987.4 feet. The big ship’s over-all Jength is 1,031 feet. 


The tow’s cargo capacity is 9,000,000 gal. 





IPAA Official Proposes 
Meeting on Oil Imports 


A general oil industry meeting 
should be held to thresh out the 
method of “implementing” National 
Petroleum Council policy on oil im- 
ports, General Counse] Russell B. 
Brown of Independent Petroleum 
Assn. of America said Aug. 13. Mr. 
Brown suggested that the meeting 
could be initiated by Petroleum Ad- 
ministration for Defense, either 
through NPC or as separate, general 
industry session. 


The IPAA official also said that 
his organization almost certainly 
would approach U. S. Tariff Com- 
mission for imports ruling before 
Congress convenes next January. 


Mr. Brown emphasized that he had 
no plans for pushing “implementa- 
tion” meeting himself but added: 

“I think the industry has fallen 
down in not giving the government 
the specific facts on imports. Both 
sides have made their points and ar- 
guments but we have not sat down 
together and reached a unified state- 
ment on the matter. 


“PAD could say to the industry: 
‘You have agreed on an imports pol- 
icy (supplement, not supplant) but 
you have not told us how it should 
be implemented. Suppose you get 
together and take the next step.’ 


“I don’t believe there is any dis- 
agreement whatsoever within the in- 
dustry that excessive imports are 
bad. It’s a matter now of defining 
what is excessive. The importers 
could tell us where they think we are 
wrong in our views and we could ex- 
change ideas with them in such a 
meeting.” 


Mr. Brown said he had no intention 
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of broaching matter at Sept. 29 ses- 
sion of National Petroleum Council 
but said it could come up there. He 
also said he has not proposed action 
at PAD. 

Mr. Brown said that governmental 
action of some kind probably would 
be necessary eventually, provided in- 
dustry could reach agreement on im- 
ports to “formalize” decisions. 


On Tariff Commission angle, Mr. 
Brown said that he definitely intends 
to “talk over” possible action there 
with agency once it “settles down” 
with new members. 


“They (commission) can settle the 
whole thing there, if they want to,” 
he said. 


End Need for Exemption 
On ‘Gas’ Tax, Oil Man Asks 


The federal gasoline tax law 
should be revised to eliminate the 
need for tax exemption certificates 
for such products as tractor fuel, 
naphthas and solvents, an oil indus- 
try official said last week. Roger B. 
Jones (Sinclair), representing Amer- 
ican Petroleum Industries Commit- 
tee, said this could be done simply 
by collecting the tax only when such 
products are purchased for highway 
uses. 

In a statement at a House Ways 
and Means Committee hearing, Mr. 
Jones pointed out this would el'm- 
inate mountains of unnecessary paper 
work and wouldn’t cause any loss in 
government revenue. 


Mr. Jones explained that in 1932 
when the tax law was passed, fuel 
used for nontaxable purposes, such 
as in farm tractors, might have been 
used also for taxable purposes, such 
as in automobiles. Now, however, 


he pointed out, difference in two 
fuels is so great no one would use 


. tractor fuel in his automobile, 


Greatly increased use of Class B 
products has created a heavy burden 
for the oil industry in handling tax 
exemption certificates, Mr. Jones 
said. 

“When you consider that the oil 
industry processes more than a mil- 
lion exemption certificates every 
year, you can see what a burden this 
requirement is to my industry, to 
the consumers and to the Internal 
Revenue Service,” he said. 


He said the Treasury Department 
agrees with industry’s views but that 
it cannot change exemption certifi- 
cate procedure without authorization 
from Congress. 


Meanwhile, a manufacturers’ rep- 
resentative urged that 6c per gal. 
tax on lubricating oils be changed 
to exempt cutting oils. 


PAD Staff Pared 


A government budget cut is forc- 
ing the Interior Department to re- 
duce the staff of the Petroleum Ad- 
ministration for Defense consider- 
ably below the 100-member force it 
had when it began limited opera- 
tions on July 1. 


Certain operations have been elim- 
inated or integrated with others, 
with the agency becoming more of 
a vertical organization than it had 
been under its former full 350-mem- 
ber staff. 


The Interior Department has allo- 
cated $445,000 to PAD for fiscal 1954 
(which began July 1, 1953) out of 
the $500,000 Congress authorized for 
all of the department’s defense activi- 





Arana Power Pays off from the day you start using it. 
Thousands of Oil Men and Plant Managers have discov- 
ered this. Ardmore Power Reels are designed and built 
to turn problems into profits. 


Ardmore Reels are extra safe, extra powerful, more eco- 
nomical to own and operate. Explosion-proof, Underwrit- 
ers-Approved motor of exclusive design consumes only 
75 amps. Smooth, dependable, gear-to-gear drive as- 
sures positive power transmission. Needle bearings re- 
duce friction. Removable hose adapters provide easy 
connections to 1”, 1 %"", or 1%” hose. Models for every 
size cabinet and bucket box assure “perfect fit."’ 


Distributors in principal cities. Catalog on request. 
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ties. However the PAD budget is 
24% less than the $585,000 it had 
requested. 

The balance of the Interior De- 
partment’s defense funds goes to 
solid fuels, electric power and fish- 
eries activities. 


News in Brief 


Fuel Tax Look Assured—The mat- 
ter of turning motor fuels taxation 
over to the states definitely will be 
on the Commission of Intergovern- 
mental Relations’ agenda, according 
to Senator Schoeppel (R., Kan.), a 
commission member. 


Turnpike Competition — The New 
Jersey Highway Authority has com- 
pleted arrangements for service sta- 
tion bidding on the New Jersey Turn- 
pike that will insure brand competi- 
tion. Bids will be accepted only in 
two ways, station by station or by 
pairs of stations, with no brand to 
be represented at more than two sta- 
tions. Deadline for the bids is Aug. 
27. 


Postpone Leasing Rule—Proposed 
rules which would virtually eliminate 
trip-leasing of trucks and prohibit 
paying for leased equipment by di- 
vision of rates or revenues have been 
postponed six months from Sept. 1, 
1953, to March 1, 1954, by the Inter- 
state Commerce Commission. 


New Office Building — Work has 
started on the $400,000 administra- 
tion building and executive offices 
for The Texas Co. in Buffalo. 


Wins Safety Awards — National 
Safety Council’s two highest awards 

“Award of Honor” and “Award of 
Merit”—-were won by Continental Oil 
Co. for its over-all 1952 safety record. 
Conoco had 52% less lost-time and 
88% less lost-day accidents in 1952 
than the oil industry average. Since 
starting an organized safety pro- 
gram in 1931, Conoco has reduced its 
accidents 73% and days lost from 
work because of lost-time accidents 
97%. 


Exports Eased—An increased limit 
of $500 has been placed on license- 
free shipments of oil and certain 
other products to Western Hemi- 
sphere destinations. Not affected are 
crude, topped crude, unfinished oils 
and residual fuel oil which have a 
separate limit of $1,000. For other 
oil exports, the limit was raised from 
$25 and $100 to $500. 


API Plans Symposium—An API 
committee currently is laying the 
groundwork for a symposium on 
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measuring, sampling and _ testing 
crude oil and petroleum products. It 
will be held at the API’s 1954 annual 
meeting in Chicago and will include 
container calibration, gauging, me- 
tering, temperature determinations, 
and sampling and testing methods. 
H. C. Packard, Shell Oil, New York, 
is chairman. 


Trade Chairman Named—Clarence 
Randall, named new chairman of the 
Commission of Foreign Economic 
Policy, is described by White House 
sources as a liberal trader who would 
see eye-to-eye with President Eisen- 
hower. He is board chairman of In- 
land Steel Corp. 


Gasoline Exempt — Gasoline has 
been specifically exempted from 
Pennsylvania’s new 1% sales tax 
which takes effect Oct. 1. 


L’Avera Gets New Unit—sSociete 
Generale des Huiles de Petrole, in 
which Anglo-Iranian Oil Co., Ltd., 
has prominent interest, will install 
a new reforming unit at its L’Avera 
refinery. The unit, using a platinum 
catalyst, will have a capacity of 250,- 
000 tons annually (about 5,240 b/d). 


Digby Takes FPC Oath—Seaborn 
Lee Digby, former Louisiana conser- 
vation commissioner, was sworn in 
Aug. 17 as a member of the Federal 
Power Commission for a term expir- 
ing June 22, 1958. 


U. S. Manual Published — United 
States Government Organization Man- 
ual, a detailed guide to all govern- 
ment departments and agencies as of 
July 1, 1953, is available at $1 per 
copy from the Superintendent of 
Documents, Government Printing Of- 
fice, Washington 25, D. C_ It lists 
3,500 key officials and the functions, 
etc., of all government bodies. 


Injury Delays Hearings—The frac- 
tured pelvis, suffered by Senator Ma- 
lone (R., Nev.) when he was thrown 
from a horse recently, has postponed 
for two or three months his planned 
opening of hearings on the Western 
Hemisphere’s self-sufficiency in min- 
eral resources. The Senate Interior 
Minerals subcommittee, of which he 
is chairman, will begin hearings in 
late October or early November in- 
stead of next month as planned. First 
phase will deal with metals and al- 
lied mineral topics. 


Close Synthetic Plant—The gov- 
ernment-owned synthetic fuels dem- 
onstration plant at Louisiana, Mo., 
will be. completely closed down by 
Sept. 1. Bureau of Mines will turn 
the plant over to Army engineers 
Sept. 12. No plans for sale of the 
plant have been announced by the 
Army. 
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Britain to Aid Burma—Britain has 
agreed to help Burma rehabilitate 
her World War Il-ravaged oil and 
mining industries. The Burmese 
government will receive a one-third 
share in the oil industry now operat- 
ed by three British firms, Burmah 
Oil Co., Ltd., Indo-Burma Petroleum 
Co., and British Burma Petroleum Co. 
to be advanced as a loan. First drill- 
ing since the war in Burmah Oil's 
main field at Chauk in central Burma 
started in 1951. The field produces 
about 268 b/d of crude oil compared 
with 19,178 b/d before the war. Cur- 
rent production is hampered by lim- 
ited transport facilities and recurrent 
rebel activities. 


Alaska Oil Seepages — Promising 
seepages of high-gravity oil have 
been located in Alaska 45 miles 
northeast of the Katalla-Yakataga 
area where oil exploration is being 
conducted by Phillips Petroleum and 
Kerr-McGee. Interior Department 
said government geologists, who be- 
gan in 1944 to explore petroleum 
possibilities in the Gulf of Alaska 
Tertiary province, made the find. 


NPC Appointment Made—Davis D. 
Bovaird, Bovaird Supply Co. of Tulsa, 
has been named to the National 
Council as new president of the Pe- 
troleum Equipment Suppliers Assn. 
He succeeds Mason B. Jones. 


Support Tidelands Law——-The Na- 
tional Assn. of Attorneys General 
has passed a resolution pledging to 
sustain the constitutionality of the 
submerged lands law passed at the 
last session of Congress. Attorney 
General Brownell also says he will 
seek dismissal of the suit brought by 
Arkansas which challenges constitu- 
tionality of the law. 


New Recovery Method—Socony- 
Vacuum has developed a new method 
of heavy crude oil recovery which it 
thinks will help recover at least part 
of the country’s estimated 4,000,000,- 
000 bbl. of so-called “unrecoverable 
crudes.” It’s called “oil recovery by 
in-situ combustion,” a process of pro- 
ducing heavy viscous crude oils by 
thinning or melting them with under- 
ground fire. In the test, oil in the 
ground was ignited and fire-thinned 
crude recovered by air pressure. Lab- 
oratory experiments on the process 
showed less than 15% of the oil is 
actually consumed by fire, while 50 
to 60% of the heavy crude is re- 
covered. ’ 


Catalytic Reformer—A new proc- 
ess developed by Pan American Re- 
fining Corp. and Standard Oil Co. 
(Ind.) will be used in the 21,000-b/d 
catalytic reforming unit being built 
by Pan American at its Texas City, 
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“How oil power helped me build 


5 acres of tobacco into 
a 1,000 acre general farm” 


by “Master Farmer” ERNEST P. SAULS, 
Panther Branch Township. © ake County, North Carolina 


OIL’S SERVICE 
TO FARMERS is 
the subject of a se- 
ries of six in- 
formative ads, such 
as the one shown 
here, produced by 
the Oil Industry 
Information Com- 
mittee. The ads 
appeared in four 
farm magazines 
(Farm Journal, 
Cappers Farmer, 
Successful Farming 
and Progressive 
Farmer), in March, 
April and May and 
will run in Octo- 
ber, November and 
December. 
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Tex., refinery. The new unit is sched- 
uled for operation by fall of 1954. 


Seventh such process developed in 
the last three years, the new plant 
will boost the total charge capacity 
of such units now in operation or 
contracted for to about 410,000 b/d. 
The seven processes will be used in 
plants of more than 40 refining com- 
panies. 

Meanwhile, Williston Basin Refin- 
ing Co. is planning a 1,500-b/d re- 
finery near Williston, N. Dak., to use 
an undetermined type of catalytic 
unit. 


Danaho to Expani—cCapacity of 
Danaho Refining Co.’s 5,000 b/d re- 
finery at Pettus, Tex., will be in- 
creased to 8,500 b/d, according to 
company plans. The company also will 
install a 5,000 b/d Thermofor cataly- 
tic cracking unit with reforming and 
gas concentration. It hopes to com- 
plete the $2,670,000 expansion pro- 
gram by August, 1954. 


June Gas Sales Up—tTotal sales of 
the gas utility industry to ultimate 
consumers in June gained 12.6% over 
June, 1952. For the 12 months ended 
June 30, 1953, total gas sales were 
9.4% higher than in the same period 
ending June 30, 1952. 


Costly Communications — Trans 
Mountain Oil Pipe Line Co. will pay 
$50,000 a year to Canadian National 
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Telegraphs for a special telephone 
circuit along its 718-mile Edmonton- 
Vancouver line. In addition, nearly 
$200,000 worth of radio equipment is 
being installed. Helicopter patrol of 
the new line has been scheduled for 
this winter. 


Russian Treaty—oOil drilling equip- 
ment is included among $30-million 
worth of industrial and capital goods 
Russia will export to Argentina under 
the first postwar trade treaty signed 
between the two countries. 


Labor Aide Confirmed—Rocco C. 
Siciliano was confirmed as an as- 
sistant secretary of labor by the 
Senate before it recessed. He is super- 
visor of labor relations for Procon, 
Inc., construction subsidiary of Uni- 
versal Oil Products Co., Des Plaines, 
Til. 
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Edwin Hall, Former Head 
Of APIC, Dies in Maine 


Edwin 8S. Hall, 66, former director, 
vice president and general counsel of 
Esso Standard Oil Co., died in Farm- 
ington, Me., Aug. 13 following a brief 
illness. 

One of the founders of the Ameri- 
can Petroleum Industries Committee, 
Mr. Hall served as its secretary from 
its inception in 1932 until 1944 and as 
chairman from 1944 to 1949. He 
helped draft the Trade Practice 
Agreement for the petroleum indus- 
try and served as a member of the 
National Committee on Interpreta- 
tion which assisted in application of 
the agreement. He also helped frame 
the National Industrial Recovery Act 
Code for the petroleum industry. 

Mr. Hall retired in February, 1950, 
after 30 years with Esso and its 
parent company, Standard Oil Co. 
(N. J.). A recognized authority on 
antitrust legislation, he was credited 
with foreseeing many of the broad- 
ening and changing interpretations 
later applied to such laws well in ad- 
vance of their application. 

A native of East Dixfield, Me., he 
was a graduate of Wilton Academy, 
Wilton, Me., and took his law degree 
from Cornell University in 1908. 

Mr. Hall joined Jersey Standard in 
1920. He became counsel and law de- 
partment head of Esso Standard in 
1927, was elected a director in 1934 
and became a vice president in 1940. 
From 1948 to 1950 he also was presi- 
dent of Esso Standard of Pennsyl- 
vania until it became part of the 
Esso company. 

Following his retirement he lived 
at Lake Mohawk, N. J. He is sur- 
vived by his wife and a brother. 


Military Seen Opposed 
To Tanker Withdrawal 


It is believed unlikely that the Mil- 
itary Sea Transportation Service will 
retire government-owned tankers 
from operation in the near future. 

“The MSTS are quite proud of 
their fleet operations,”’ said a gov- 
ernment official. “They aren’t likely 
to give up their shipping to private 
industry as long as they can point 
to the possibility of a war or a near- 
war.” 

He said that, meanwhile, legisla- 
tion will be introduced again, when 
Congress convenes, to authorize the 
trade-in of 10-year-old tankers. 

Another source revealed that some 
study is being given to a program 
for trading-in 12-year-old tankers. 
However, it would be “slim pickings” 
since the World War II tanker build- 
ing program had scarcely started 12 
years ago and few worthy tankers 
would be available under the 12-year 
limit. 
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Growing Tanker Surplus Felt in World Oil Market 


One of the big factors in the world oil situation today 
is the surplus of tankers that has been reducing the mar- 
ket charter rates. This in turn has been reducing the 
cost of oil so that crude from the big fields of the Mid- 
dle East is spreading still further over the world at com- 
petitive cost against all crudes. 


One of the big factors in the tanker world is described 
in the July 25 issue of the Saturday Evening Post and 
that factor is Aristotle Socrates Onassis, 47 years old, 
a rags-to-riches Greek, owner of 90 freight ships—most- 
ly tankers—and building more tankers. One of his new 
tankers building at Hamburg is to be of 45,000 tons 
(more than 300,000 bbl.). In addition he has six 28,300- 
ton tankers building in this country. The story does not 
say what his total tanker fleet is, maybe because the 
author did not stop for all the details of a romantic 
story of a penniless young man climbing to great riches 
and reeently buying the famous gambling spot, Monte 
Carlo, to use some of the buildings as offices for his 
general headquarters. 


The story brings out more detail in the international 


trading in oil tankers, trading that the report has said 
made some people rich beyond words. Some of those 
people were American and related to high authority in 
this country including the State Department. Dealing 
in tankers has been decidedly a “fast dollar” business. 


The ‘story is worth any oil man’s reading because of 
the increasing importance of this growing surplus of 
tankers and the launching that new, larger and faster 
tankers is having on the oil markets of the world. 


As of this July ist it was officially announced that 
there are 143 tankers under construction in all the world’s 
shipyards exclusive of Russia. The largest number of 
these, 42, are building in the U. S. with Germany next 
with 33 building. Japan is building six including the 
largest in the world of 45,800 toms. There are seven 
building in the 44,000-45,000 class in the U. S., the U. K., 
Germany and Japan. All told, there are 18 tankers build- 
ing of 26,000 tons and better. When all these are turned 
loose on the world’s markets with their higher speeds, 
more undoubtedly will happen to the transportation rates 
than has to date. Hence the importance of the story of 
the new Greek owner of Monte Carlo and the tankers. 





Oil Products Blamed When Fault May Lie with Sloppy Repairs 


If a marketer these days seems to get any unusual 
number of complaints on his gasoline or lube oil, and 
yet can find nothing wrong with those products, he might 
well look for the reason to the engines of the cars or 
trucks that he is servicing. Because it is now getting 
more in the open that the sloppy workmanship of work- 
ers in the auto plants and garages is making increasing 
trouble for car owners. 


This fact is brought out in a report by Floyd G. Law- 
rence, Detroit editor for Steel Magazine. In a recent is- 
sue of Steel, Editor Lawrence tells of auto assembly 
errors which he says are costing the car makers “mil- 
lions” of dollars annually, to say nothing of building up 
ill will against the car makers. Mr. Lawrence blames 
“worker indifference,” the result of a big labor shortage. 


Which gets us to the point for all marketers to keep 
in mind. It is many times the practice of the auto serv- 
ice people, when something goes wrong with an engine, 
to blame the oil or gasoline, or both—anything to get 
the kicker over to the oil man. So it may be just as well 
for every marketer to warn his men to be on the alert 
for things that do not look just right and which might 
not—just barely might not—be caused by the gasoline 
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or oil. Tell them to check the phenomena carefully, and 
if the reason for it cannot be found, to report it to head- 
quarters. Then you, Mr. Marketer, get a good man down 
right away. And if he finds faulty workmanship is to 
blame, then don’t you hesitate to say so—in the right 
places—because Walter Reuther of the Auto Workers 
Union will not hesitate to pass the blame to the oil in- 
dustry and the rest of the “capitalists,” whether he 
can get away with it or not. 





I hold that man is in the right who is most 
closely in league with the future.—Henrik Ibsen. 

Editorials are written to stimulate discussion, 
because it is only through discussion that a na- 
tion, industry or a company can arrive at 
sound decisions. NATIONAL PETROLEUM NEWS al- 
ways welcomes comments on its editorials. 

Please write Warren C. Platt, Editor, 1213 
West 3rd St., Cleveland 13, Ohio. 
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DISPLAY of Kellogg Petroleum Distributors, Inc., and its subsidiary, Terminal 


Petroleum Corp., during Salute to Truckers Week in Buffalo. 


Event was sponsored 


by trucking companies and fleet operators in conjunction with the 49-store Thruway 
Plaza and included a parade; trucking equipment display and a truck rodeo 





Military Avgas Demand 


To Continue, PAD Says 


Avgas requirements will remain as 
high as before the Korean truce, the 
military told Petroleum Administra- 
tion for Defense, this week. 


Previously, the military had indi- 
cated there might be a drop in de- 
mand while the adjustment to peace- 
time operations took place. Mean- 
while, PAD said, it appears now 
that the over-all avgas supply would 
be sufficient to meet the current mili- 
tary demand if sufficient storage 
was available to tide it over the 
seasonal fluctuations. 


“Our principal problem now,” he 
said, “is getting avgas to the mili- 
tary when and where it’s needed.” 


He explained that when he said 
the over-all supply was ample, he 
included avgas refined on an extra- 
cost basis for the military. He said 
it probably would be some time yet 
—perhaps a year—before enough 
new alkylate output would be devel- 
oped to eliminate the need for extra- 
cost avgas. 

PAD this week is sending out 
queries to almost 450 refiners asking 
them to report on current productive 
capacity, planned expansion and po- 
tential if current bottlenecks were to 
be removed. 

The survey will attempt to meas- 


36 


ure the nation’s capacity for produc- 
ing aviation alkylate in the hope 
that it “might” show a less alarm- 
ing lag in the expansion program 
than is currently indicated. 

The agency’s figures show a 20,- 
000-b/d shortage in facilities required 
to meet all-out war needs. 


On another oil front, the Foreign 
Operations Agency (formerly Mutual 
Security Agency) hopes to obtain 
control of petroleum supply assist- 
ance to Korea and open Korean dis- 
tribution to oil companies on a “‘com- 
mercial basis.” 

So far, the Army has full responsi- 
bility for the program and has requi- 
sitioned some petroleum stocks and 
tankage for Korean civil relief, but 
no plan of operation has been formed. 


Should the agency win control of 
the aid program, it probably will 
open Korea to full commercial de- 
velopment by private comyanies. 
Presumably, the companies would 
have free rein to market in Korea, 
with the United States financing the 
resulting oil purchases. 


Cities Service Receives 
Large Avgas Contract 


Cities Service got the lion’s share 
of negotiated contracts let by the 
Armed Service Petroleum Purchas- 
ing Agency during week ended Aug. 
7—one for 79,800,000 gal. of avia- 


tion gasoline (price undisclosed as 
usual with negotiated deals). 

Other contracts let were: 

Avgas (gal.)—Eastern States Pe- 
troleum, 25,2000,000; Standard Oil 
(Indiana), 10,000; Standard of Cali- 
fornia, 15,938,000; Magnolia Petro- 
leum, 2,520,000. 

Diesel Oil (bbl.)—Shell, 140,000; 
Standard of California, 500,000; Wil- 
shire Oil, 100,000; Humble, 400,000. 


Aircraft lubricating oil (gal.) 
Champlin Refining, 1,111,818. 


U. S. Inconsistent on Oil 
in Aid Program, Report Says 


The Brookings Institution last 
week asserted that Economic Co-op- 
eration Administration (succeeded 
by Mutual Security Agency and For- 
eign Operations Administration) 
“made a determined effort to apply 
the principle of a single, free, com- 
petitive market on a worldwide 
scale’ to the petroleum industry, 
while it “tacitly accepted” for other 
purposes “the partial insulation of 
the European markets from world 
competitive market forces.” 


“The contrast raises a doubt re- 
garding the consistency of American 
policy within the field of foreign as- 
sistance,” the report continued. 


On petroleum, the report flatly de- 
clared that Britain used the excuse 
of “so-called ‘dollar oil’ problem” to 
“restrict the share of American com- 
panies in the sterling area and world 
markets” instead of doing what U. 
S. companies would have preferred: 
reducing “dollar component” in cost 
of production of Middle East oil. 


The report said Britain: (1) en- 
tered agreements with other nations 
outside sterling area (Egypt, Swe- 
den, Brazil, Argentina and others) 
“to accept a larger share of sterling 
oil,” (2) fostered restrictions by 
other countries on payments into 
“American accounts,” including U. S. 
oil companies, and (3) partially sub- 
stituted sterling for dollar oil in 
sterling areas by increased produc- 
tion of British companies. 


Later, the report said, situation 
worked out, largely because of Brit- 
ish dollar improvement and reduction 
by U. S. companies of “dollar com- 
ponent” in oil production, plus ex- 
panding U. S. market. 


“For a time the ECA had to walk 
a tight-rope between its proclaimed 
objective of maximizing dollar sav- 
ing and the support and protection 
of major American foreign economic 
interest,” the authors added, noting 
that conditions eased “without any 
of the fundamental issues being re- 
solved.” 


The report found remarkable fact 
that “dollar oil conflict” did not lead 
to British-American oil price war. 
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MIDWEST 


Mushrooming of Big, Modern Stations 
May Hurt Industry, Jobber Declares 


By Leonard Castle, Midwest Editor 


Are the oil in- 

dustry’s modern 

new service stations to become an 

issue in the current controversy over 
increased petroleum prices? 

One jobber representative in a Mid- 
west state believes they will. He re- 
ports that some motorists attribute 
the price increases to a need for sup- 
porting “palace oil stations” which 
have been erected in large numbers 
since the war. 

Describing the situation as “weeds 
in the field of oil public relations,” 
he raises some questions which are 
likely to confront the industry at the 
various investigations which are get- 
ting under way. 


“I didn’t pay too much attention 
to the report until this morning 
when a prominent jobber told me he 
had no less than six people speak to 
him about it during the last week,” 
the representative said. “He lives in 
a county seat town. There, three of 
the integrated companies have built 
or are building four stations costing 
from $10,000 to $100,000 each. 

“Apparently, the people who talked 
to this jobber are businessmen. They 
charged the industry was making too 
much money—charging exorbitant 
prices—or it wouldn't be able to build 
stations of this type. It seems evi- 
dent they realized the stations would 
not be able to ‘stand on their own 
feet,’ that they never would be able 
to pay a return on the investment 
from the profits of marketing alone. 

“In my opinion, there was no need 
for four new stations in this com- 
munity. Additional stations create no 
new business—they just split up what 
already is there.” 


* * am 


Whether rightly or wrongly, some 
critics will agree with that state- 
ment, as our oil man points out. The 
critics also “know something about 
the potential earning capacity of a 
service station and are convinced 
these ‘palaces’ will never pay their 
way—on the proceeds of marketing.” 

“The jobber mentioned above,” he 
said, “is of the opinion that the com- 
panies are doing the industry a dis- 
service and contradicting some of the 
statements of the OTIC. 

“Even the most casual examination 
of the classified section of our news- 
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papers shows there is a frantic search 
for men to man the costly service sta- 
tions. The turnover is terrific—a cir- 
cumstance not likely to be overlooked 
by businessmen in other fields. 

“I don’t know that anything can 
be done about it. But, the growth 
of these new and expensive outlets 
and the blanketing of a market with 
just a few names, flamboyantly dis- 
played, is apt to give the public a 
wrong, and dangerous, impression of 
the oil industry.” 


o . * 

Admittedly, there has been a wave 
of service station construction in the 
past few years. Many jobbers, as 
well as the majors, have erected mod- 
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ern, new outlets, the better to accom- 
modate the motor.ng public. It also 
is true that many or the stations 
were costly to build. Any oil man, be 
he jobber or major company execu- 
tive, not only knows this to be a 
fact, but has discussed it openly and 
often at considerable length. Under 
inflated conditions of the past few 
years, it hardly could have been other- 
wise. 


If too many stations were built, 
and if some of them were erected 
on too lavish a scale, the principal 
reason was free competition and total 
lack of collusion among the various 
oil companies. If one company builds 
a handsome new station, its competi- 
tor across the street must remodel, 
or find some other means of keep- 
ing his share of the business. If there 
was any collusion, it seems more 
probable that the various companies 
would divide the choice building sites 
among themselves rather than in- 
curring the heavy expense of erect- 
ing new stations next door and across 
the street from each other in a bitter 
fight for gallons. 


Specter of Surplus Added to Reports 
Of Sagging West Coast Oil Business 


By Frank Breese, Pacific Coast Editor 


For the first 

time since the 

Korean War began, there’s wide- 

spread talk about a long-absent con- 

dition on the West Coast—petroleum 
surpluses. 

California producers blame the im- 
balance on foreign crude oil imports. 
If the imports ceased, the surpluses 
would be arrested—following that ar- 
gument. 

Combined with the present pros- 
pect of loose supplies is a scattering 
of reports from Independent dealers 
of sagging business. They are further 
concerned that a loose situation might 
lead to wholesale _ price-cutting, 
wrecking what has been a fairly sta- 
ble market in California. 

W. H. Dennis, president of the 
Serve Yourself and Multiple Pump 
Stations, Inc., reported, ‘““Business has 
definitely fallen off and will likely 
continue slow. The question is wheth- 
er the individual dealer can correct- 
ly appraise his position in the chang- 
ing picture. Will he correctly estimate 
the best method to use in developing 
the best net, or will he ‘experiment’ 
(i.e, cut price) to see what he can 


take from the next man’s slow busi- 
ness?” 

Scotty Cowie, a dealer, declared, 
“Times are tough. It looks like re- 
cession. People are hitting my sta- 
tions quite frequently now looking 
for jobs. Working men’s checks, which 
used to run around $75 in my area, 
are now pegged around $59. Yet there 
should be some solution to the gaso- 
line problem. 


“My idea would be this: They 
should stop issuing licenses for new 
stations. We’ve got enough pumps in 
the state becoming sadder and wiser 


as it is.” 
> > > 


Against that dour report, there's 
the case of a Santa Monica, Calif., 
dealer who developed a station with 
a unique approach. Noting there were 
many Cadillac owners in his neigh- 
borhood when he started 10 years 
ago, Jules Leeds decided to specialize 
in Cadillac service at his station. 
Among his regular customers, he 
names actors Stan Laurel and Harry 
Ritz, and Jack Dempsey. 

How’s business? 

Mr. Leeds just celebrated his 10th 
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anniversary by buying a new Cadil- 
lac. 
* - > 


For 18 years Signal Oil Co., which 
markets up and down the coast, has 
keyed its sales promotion and adver- 
tising to “go farther’—e.g., “the ‘go 
farther’ gasoline.” 

To dramatize that point, it has 
been running a series of billboards 
depicting motorists running out of 
gasoline. Each time there is the ad- 
monishing slogan shouting at the hap- 
less victim and also the billboard- 
viewer, “Next time go farther with 
Signal gas.” 

Signal hires about 1,000 billboards 
in 178 cities and towns 10 months a 
year. 

The company engages a research 
firm to study the effectiveness of 
its outdoor advertising and to com- 
pare it with other oil companies. Ef- 
fectiveness is measured by the mo- 
torist’s ability to recall a product 


name from the selling message and 
illustration. The researchers inter- 
view people, show them pictures of 
billboards with identifying names and 
marks masked. 

The other day, Signal reported that 
its research firm informed it that 
results of an eight-month survey 
showed: More people have been able 
to properly identify Signal’s billboards 
than those of other oi] companies. 


General Petroleum has adopted the 
theme “extra friendly service” for its 
seasonal advertising. 

Recently one cartoon ad showed a 
Mobil dealer rescuing a distraught 
woman’s pet cat from the branches 
of a tree. The picture was captioned 
“extra friendly service.” 

Robert F. Irving, president of the 
Riverside, Calif., County Humane So- 
ciety, pasted the ad to his' letterhead 
and sent it to GP with this note: 
“When in Riverside, let us take care 


of this type of extra service for you. 
Call on us any time day or night. 
We have an experienced cat rescuer. 
We, too, give extra friendly service.” 


> * * 


In Union Oil’s marketing division, 
a department of market research and 
development has been organized with 
C. Haines Finnell as manager. 

Describing this department, Presi- 
dent Reese H. Taylor told employes 
the company has taken many steps 
“to capitalize on changing market 
conditions, not the least of which. is 
the current transition from a ‘sellers’ 
market to a ‘buyers’ market.” 


The new department, he said, “will 
study and analyze market potentials 
and opportunities in order to develop 
new and profitable markets for the 
company. It is a staff function de- 
signed to assist the sales organization 
in the selling of more company prod- 
ucts.” 





Five More Oil Companies 
Report Net Earnings Up 


Net earnings reported by nine 
more oil companies for the first half 
of 1953 ranged from a decrease of 
18.2% to an increase of 19.2% over 
the same period last year. 

Largest increase was recorded by 
Shell Oil with Sunray Oil following 
closely with a 16.3% increase. Stand- 
ard of Ohio’s net earnings were up 
about 10%, and it sold a record one 
billion gal. of petroleum products, 
22% over a year ago. Sohio’s sales 
and operating revenues rose 15% and 
refinery operations 19%. 

Humble Oil & Refining Co., report- 
ing a 6.1% increase, expects further 
improvement during the remainder of 
1953 due to better prices and antici- 
pated higher production. Lowest in- 
crease, 1.1%, was recorded by Sun 
Oil. 

Largest decrease in net earnings 
was recorded by Pure Oil. Next in 
Jine were Mid-Continent Petroleum, 
with a minus 12.2%, Phillips Petro- 
leum, minus 12.1%, and South Penn, 
whose net income dropped 11.1%. 

Pure Oil believes its sécond half 
earnings should improve because in- 
creasing operating costs will be part- 
ly offset by higher prices for crude 
and refined products. It said that its 
marketing operations “are showing a 
steady growth of more than industry 
proportions.” 

Mid-Continent said its decrease 
was due to prices of many refined 
products, particularly lubricating oils, 
being lower and operating costs sub- 
stantially higher. 

South Penn connected its decrease 
to “lesser realizations from the sale 
of refined products.” Sales of Penn- 
zoil motor oils were up 5.5%. 

Following is a comparison of first 


half net earnings and 
change: 


per cent 


Ist6mos. % 
1952 Change 
Humble Oil & 


Refining ... $79,531,700" $74,992 600 6.1 
Mid-Continent. 7,166,567 8,160,563 —12.2 
Phillips 


Ist 6 mos. 
1953 


Petroleum .. 
Pure Oil 
Shell O11 
Standard Oil 
(Ohio) 


34,224,846 38,933,442 —12.1 


13,816.000 —18.2 
42,554,913 19.2 


7,736,289 © 10.0 


3,328,515 3,743,977 —5.5 
21,659,462 21,413,293 11 


Sunray Ol] ... 13,217,560** 11,364,004 16.3 


*Includes $9,255,800 recorded in settlement 
of claims for refund on overpayment of fed- 
eral taxes for 1943-44. 

**Includes» momrecurring capital gains- of 
$2,108,000. 


Station Sales Ahead 
In First Half of "53 


Service station sales during the 
first six months of 1953 were about 
6.5% above the first six months of 
1952, retail trade report of the Census 
Bureau shows, 


The bureau estimated total service 
station sales at $4,966 million dur- 
ing first half of this year, compared 
with $4,666 million during first half 
of 1952. 


A bureau official explained that 
estimate included all types of sales 
by service stations—gasoline, oil and 
TBA items. Total does not, how- 
ever, include sales of such items by 
firms which are classified in another 
retail category, such as garages, tire 
stores and others which may sell gas- 
oline and other products as sideline. 


The report also includes survey of 
Group II retail stores (organizations 
which have 11 or more stores). This 
survey shows sales by TBA dealers 
rose from $272 million in first half 
of 1952 to $303 million in first half 
of 1953. 


Terminal Expanding 


Socony-Vacuum Oil Co. will begin 
construction Sept. 1 on two fuel oil 
storage tanks at its Altoona, Pa., 
terminal. 

The tanks, 16,000 bbl. and 24,000 
bbl, will augment present storage 
capacity, the company said. The ter- 
minal is on the company’s products 
pipe line from Paulsboro, N. J., to 
Midland, Pa. 


Longer Life for Roads 


Asphalt roads with longer life ex- 
pectancies will soon be built as a re- 
sult of a new synthetic rubber com- 
pound developed by the University of 
Kentucky for the Firestone Tire and 
Rubber Co., according to the uni- 
versity. 

Mixing rubber with asphalt has 
been done for a number of years but 
this new rubber compound promises 
to withstand frost damage better 
than ordinary asphalt, and since it is 
less brittle, it should not break up as 
soon under heavy traffic. 


Hearing Deadline Set Back 


The Federal Power Commission has 
extended the deadlines for natural gas 
companies to submit data and present 
oral arguments in the hearings on the 
proposed treatment of federal income 
taxes affected by rapid tax write-offs. 

The government has sought to de- 
termine whether gas companies which 
have been granted write-offs should 
be allowed to keep the savings in a 
reserve fund or whether they should 
cut rates to consumers. 

Deadlines are: Oct. 1 for submis- 
sion of data, views and comments; 
Oct. 6 for giving notice of intent to 
participate in oral arguments; and 
Oct. 16 for oral argument. 
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LOADING RACK for gasoline and light oil. Brand name is played up 


How a Jobber Built Up Own Brand 


By MARVIN REID, NPN Staff Writer 


Building up demand for a branded oil product is a slow proc- 
ess which often takes years. And while customer preference is being 
developed, it is necessary to watch operating costs and buy bulk oil 


wisely. 


But, for the oil jobber who is interested, there are extra profits to 
be had by canning and marketing a private brand of motor oil, an In- 
dependent jobber in East Texas has found. 


R. E. Moore, Sr., owner of the R. E. 
Moore Co. of Tyler, Tex., has been 
canning his own brand—REMCO— 
of motor oil and selling it for the 
past 13 years. 

Currently, he is supplying some 
500 jobber accounts in the five-state 
area of Texas, Oklahoma, Arkansas, 
Mississippi and Louisiana with ap- 
proximately 500,000 to 750,000 gal. 
of REMCO oil annually. 

In addition, Mr. Moore also has a 
good sales volume in a nationally 
advertised motor oil (Quaker State 
oil and grease), which he markets in 
a 17-county area of Texas. 

Also, lubricating oils and greases 
do not make up all of the Moore 
company’s business. It does approxi- 
mately 2.5 to 3 million gal. of gaso- 
line and other light oil business an- 
nually. 


Profitable—-The motor oil canning 
part of Mr. Moore’s operations has 
paid off well. 


He doesn’t know the exact break- 
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down on profits, between his light 
oil and motor oil sales, but figures 
he would be making a lot less money 
if he depended on light oils only, 
especially because of the limited 
market for gasoline, etc., in Tyler, 
a community of about 45,000. 

The canning facilities of Mr. 
Moore’s bulk plant represent an in- 
vestment of about $20,000, not in- 
cluding building and trucking facili- 
ties. 


Four Rules — Also, he said he 
wouldn’t advise anyone to get into 
the motor oil canning business as a 
“sideline,” to his jobbing operations, 
unless he is willing to: 

1. Buy his bulk oil wisely. 

2. Turn out only a top-grade motor 
oil. 

3. Keep a close check on his can- 
ning costs, 

4. Use the cheapest transportation 
rates possible, both for hauling in 


bulk oi] and distributing the canned 
oil to customers. 


By following these four funda- 
mental steps, Mr. Moore has made 
a success of his canning operations. 


Top Quality Bulk Oil—He is bound 
by contract not to talk too much 
about the first one—-buying bulk oil 
wisely. He does say that he has 
two very good suppliers, where he 
can get top quality oil, which he de- 
mands for his brand name. 


High Grade Lubricants — The 
second step—turning out only top- 
quality oil—is probably the most es- 
sential one, in Mr. Moore’s opinion. 
He will not sacrifice quality fot econ- 
omy or any other reason, if he is 
going to put the REMCO name on 
the can. 


Canning Costs—As for his canning 
operations, the 13 years that he has 
been in business have taught him the 
short cuts and labor saving devices 
that mean the difference between 
loss and profit. 


For instance, when he first started 
canning his oil, he used an old hand 
filling machine that required five 
men to fill 200 cases of oil daily. 


Today, using only four men, he 
has an automatic filling machine 
that he designed himself, an auto- 
matic sealing machine that he 
bought, and a case sealer, also per- 
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Empty cans start journey to... 


sonally designed, which will can an 
average of 1,000 cases per day. 

Also, when there is no oil to be 
canned or deliveries to be made, his 
crew now can crank up a mixing 
machine in the back of his ware- 
house, which turns out floor sweep. 


Currently, Mr. Moore allows about 
le per gal., or 6c per case, for can- 
ning his oil and laying it on his 
warehouse floor, ready for shipment 
to his customers. This cost is for 
packaging only. 

However, he said that he seldom 
reaches this “allowable” figure, with 
his actual packaging cost running 
only about 0.5c per gal. based on a 
full day’s run of 1,000 cases. 


Owns Trucks—Just about every- 
thing that enters or goes out of the 
R. E. Moore bulk plant moves in the 
company’s own equipment, driven by 
its own drivers. 

Roughly, Mr. Moore figures he 
saves about 50% in freight costs by 
using his own transportation, which 
includes equipment depreciation, em- 
ployes’ salaries, etc. 

He does use rail and motor car- 
riers in some cases. 

For example, his cans are shipped 
in from a Houston can manufacturer 
by rail, because he has found rail 
freight to be cheaper in this partic- 
ular case. 

His trucks do not make small de- 
liveries, either, unless there are 
enough orders in the same neighbor- 
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hood to make a truck load. There- 
fore, a small order will at times 
move out by motor or rail carrier. 


Boosting Sales—There also is the 
problem of how to build up sales of 
your brand, after you keep your can- 
ning and other costs at a minimum. 

Mr. Moore doesn’t attempt to cover 
his full territory with full-time sales- 
men. 

Sales in East Texas and Eastern 
Oklahoma are handled by two sales- 
men and himself, while sales in Ar- 
kansas, Louisiana and Mississippi 
are handled through brokers, Mr. 
Moore said. 

Out-of-state, South Texas and 
West Texas sales are to jobber ac- 
counts only, while in East Texas in 
his own immediate marketing terri- 
tory, sales are made to dealer and 
industrial accounts, also. 

He does little advertising in this 
five-state area, because he believes 
the cost, if carried out properly with 
billboards, newspapers, etc., would 
eat up his present profits. 

Instead, he depends on the direct 
contact of his own sales force, and 
of the brokers that handle his oils, 
to sell jobber and dealer accounts. 

In turn, he has to let “personal 
recommendations” from jobbers and 
dealers sell his brand to the general 
public. 

His salesmen also act as “special 
contact men” in Arkansas, Louisiana 
and Mississippi, in lining up new ac- 


counts or helping a broker to sell a 
particular account. 

The selling of his own brand of 
motor oils ties in pretty much with 
the nationally advertised oil Mr. 
Moore sells, and also with his gaso- 
line and light oil sales, since he fig- 
ures all of his various operations go 
together to make up his company. 


How did he get into the “oil 
canning” business? 


The “dream” of canning and sell- 
ing his own brand of oil started with 
Mr. Moore in 1927, when he first 
broke into the oil business as a part- 
time service station worker in Dal- 
las, Tex., at $35 per month. 

He later moved to Nacogdoches, 
Tex., another East Texas town, 
where he worked for a consignee 
until late in 1933, when he trans- 
ferred to Tyler to become a con- 
signee himself. 

Even during the first few years 
that he operated as a consignee, 
when the commission checks were a 
little “lean” at times—his first one 
was for $62.50—and his wife had to 
do the “paper work” while he drove 
his one truck, Mr. Moore’s “dream” 
stayed with him. 

In 1939, after his gallonage as a 
consignee had grown to an average 
of 50,000 to 60,000 gal. per month 
and his commission checks to around 
$600, Mr. Moore became a jobber, 
operating totally independent and 
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buying his products from. several 
cuppliers. 

‘Dream’ Comes True—It was in 
1940 that he made his “dream” a re- 
ality, when he started marketing mo- 
tor oil under the REMCO brand, al- 
though during the first two months, 
he had his oil custom canned. an 

He used his own brand, also, for 
his gasoline and light oils in the be- 
ginning, and as late as 1947, he was 
selling REMCO gasoline as well as 
motor oils. 

But it became more and more dif- 
| ficult to buy good quality gasoline, 

so in September of 1947, Mr. Moore 
took on Skelly Oil Co. as his principal 
supplier of everything except his 
bulk lubricating oils. He still, how- 
ever, buys some light oils with ex- 
ception of gasoline from other sup- 
pliers. 

Supplies Stations—Today, in addi- 
tion to his lubricating oil business, 
Mr. Moore supplies 19 service sta- 
tions in and around Tyler, two of 
which he owns, and all the Diesel 
fuel used by the Texas Highway De- 
partment in 45 counties. 

He also has about 150 farm ac- 
counts, and of his total gasoline and 
light oil business, Mr. Moore esti- 
mates that 65% of it is industrial, 
commercial and farm business. 


Everyone Sells Oil—The majority of 


1 
his 11 employes get into the selling 








act. His gasoline and light oil ter- : 
ritory is located in and around Tyler, End of the line where cartons are stored 
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BULK PLANT of the R. E. Moore Co. at Tyler, Tex. The big van is parked at the motor oil loading dock. Company has two 
transport tank vehicles and two trailer vans, plus 12 other pieces of rolling stock, including salesmen’s cars 


FLOOR SWEEP compound mixing machine. This is a sideline product of R. E. 
Moore Co. 


with his most distant delivery point 
about 30 miles out of the city limits. 
He has three local delivery driver- 
salesmen. These three deliver most 
of his gasoline and light oil orders to 
retail stations, commercial accounts 
and farm customers. They also 
carry along canned oil, especially on 
their farm runs, just in case a pos- 
sible sale might come their way. 
Then he has the two full-time 
salesmen, who deal primarily with 
motor oil sales. These men are on 
the road most of the time, not fol- 
lowing any particular route but cov- 
ering his whole territory. They re- 
port in sometimes during the week, 
but always on Friday night because 
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Mr. Moore meets with them on Sat- 
urday morning to go over the week’s 
business, 

Mr. Moore, himself, is the main 
commercial and industrial account 
salesman. 

There are two office employes, who 
take care of the phone and mail or- 
ders. 

The remainder of his employes are 
made up of long-distance drivers and 
warehouse helpers. 

Mr. Moore is unable to spend much 
time with his dealers, and does not 
have any speical man working with 
them. 


In most cases, however, the deal- 


ers have been with him a long time, 
and don’t require much in the way 
of sales instructions. 

Also, the Moore company has 
little TBA business, “simply because 
we don’t have any spare t'me to de- 
vote to it,” Mr. Moore said. 


Cash Business—Most of the com- 
pany’s business is done on a cash 
basis, especially as far as retail ac- 
counts are concerned. 

Mr. Moore estimates that his mo- 
tor oil sales are about 50% cash, 
the remainder on 10-day, one-week 
and 30-day terms, depending on the 
type of customer. 

About the same breakdown ap- 
plies to industrial, commercial and 
farm accounts. 

To screen credit applicants, he 
uses the local retail merchants credit 
association for local accounts, and 
Dun and Bradstreet for the others, 
plus his own knowledge of the ap- 
plicant. 

“I run a close check on credit ap- 
plications, because I learned my les- 
son years ago when I lost $1,250,” 
Mr. Moore declares. 

At present, he reports his credit 
losses “so small it’s pitiful to men- 
tion them.” 

He will not let his men open up 
credit accounts on their own. Each 
account applying for credit is 
checked personally by him, and has 
to be personally approved before any 
shipments are made, 

“They can take an order, but they 
are told to tell the customer who is 
buying on credit that the order will 
not be shipped until his credit has 
been approved,” Mr. Moore stated. 


Farm Credit—He gives quite a bit 
of farm credit, “because you have 
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to, to keep your customers.” In 
the case of farmers, also, duration of 
credit is sometimes extended, but 
only to established accounts. 

“We don’t deal with the ‘fly-by- 
night’ boys. But if the farmer has 
been around a long time, owns his 
farm and equipment, and passes my 
credit-check, we are pretty sure of 
him,” Mr. Moore said. 

“Rose farming” is a big business 
around Tyler, which is called the 
“Rose Capital of The World.” There 
is generally a lot of farm gasoline 
business for Mr. Moore and his three 
large Independent competitors, plus 
a@ number of smaller ones. 

But, a hard freeze can cause the 
farmers to “lose their shirts,” so at 
times, Mr. Moore has to carry a farm 
account for a long period of time. 


Inventory Control — To keep up 
with all his various operations, Mr. 
Moore keeps up-to-the-minute sales 
records, cash and credit reports, and 
runs what he call a “perpetual in- 
ventory” on his stock. 

Each salesman has a daily report, 
which records the name of the cus- 
tomer he sold to, the type of cus- 
tomer, amount of new and amount 
of repeat business on motor oils and 
Diesel fuels. 

Local truck salesman reports show 
name of customer, amount of sales 
(cash and credit), and exact amount 
of each type of product sold. This 
daily report also shows credit col- 
lections and this, added to cash sales 
during the day, records amount of 
cash turned in by each driver at the 
day’s end. 

With these records, Mr, Moore can 
tell at the opening of business each 
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CONSTANT CHECK of orders, inventories and sales is made by R. E. Moore (center) 


day amount of products sold, cash 
and credit returns, as well as the 
approximate gross earnings for the 
previous day. 


Other Records Kept—Two times 
each week, his off:ce staff prepares 
a stock and cash report, which shows 
his stock on hand, records deposits, 
and lists amount of collections from 
each customer. 

Then, once each month, an exact 
inventory of stock on hand is made, 
and sales of each product for the 
month are recorded. 

Mr. Moore’s bookkeeping system 
also turns out each quarter a profit 
and loss statement. 

He keeps individual customer rec- 
ords for his lubricating oil business, 
broken down according to states. 

“With my bookkeeping system, I 
can tell in short order when some- 
thing goes wrong, and it doesn’t 
take me long to correct it,” Mr, 
Moore feels. 


Truck Trip Log—To keep tabs on 
his transportation costs, he has each 
driver keep a log of each trip he 
makes which reveals amount of 
miles traveled both within and out 
of state, motor fuel purchased, and 
remarks for any breakdowns, etc., 
that may occur on a trip. 


Storage Capacity — The storage 
space at Mr. Moore’s bulk plant is 
ample, both for canned and liquid 
products. 

He has motor oil storage tanks 
with total capacity of about 33,000 
gal., and gasol'ne: and other light oil 
tanks with a capacity of about 59,- 
400 gal. 

Mr. Moore’s main warehouse is a 
two-story building, with space up- 


stairs for empty cartons and cans. 
The lower floor is used for canning 
and storing oil. 


Three Brands of Oil—-Mr. Moore 
turns out three different brands of 
his own oil, 

REMCO motor o'l is his heavy 
duty oil, RICH-TANE he advertises 
as the “ideal motor oil for the con- 
servative user,” correctly “blended to 
give the maximum stability and uni- 
form quality.” His third oil is called 
LIBERTY BOND, and this one is 
virtual'y the same oil as the RICH- 
TANE. 

The REMCO heavy duty oil is sold 
to all jobber accounts, but the RICH- 
TANE and LIBERTY BOND are 
sold on a franchise basis. For in- 
stance, if he already has a jobber 
account in one city buying RICH- 
TANE, he will not sell it to another 
account, but instead offers him LIB- 
ERTY BOND. 

“The only reason I have those two 
different brands is so I can serve two 
different accounts in the same town,” 
Mr. Moore said. 

He sells his oil “probably a little, 
but not much, under nationally ad- 
vertised brands,” Mr. Moore stated. 

Another thing Mr. Moore likes 
about having his own brand is that 
a potential customer can’t tell him 
that he can “buy the brand of oil I 
sell from some other distributor.” 

R. E. Moore, Sr., is not planning 
on becoming inactive in operating 
his business for many years yet. But 
when the t'me does come that he’ll 
have to step aside, there will more 
than likely be R. E. Moore, Jr., pres- 
ent to take over. 

At present, however, the younger 
Moore is in Korea. 


Border Traffic Up 


More automobiles are crossing the 
Canadian bomder than ever before 
witH both Américan and Canadian 
cars contributing to the increased ~ 
traffic. American automobiles, as 
usual, are mak'ng up the © greater 
part of the volume. 

A survey by the Dominion Bureau 
of Statistics recently showed that 
American traffic into Canada had in- 
creased almost 9% for the first six 
months of 1953 over the same period 
last year. Canadian traffic for the 
same period jumped 14% over last 
year. 

The American traffic consisted of 
297,600 vehicles entering Canada on 
customs permits (mostly vacation- 
ers); 579,000 non-permit entries 
(mostly commuters); and 33,400 
commercial vehicles. 

Canadian traffic was made up of 
60,900 units remaining in the United 
States over 24 hours; 376,000 absent 
for shorter periods; and 29,600 com- 
mercial vehicles. 
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SERVING INDUSTRY...SERVING AMERICA 


You are always close to Continental Can with its 
74 plants in the United States, Canada and Cuba, 
17 field research laboratories and 66 sales offices. 
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SALESMEN WITH NINE LIVES 


Most containers are meant to have a short life and a useful one. 
But the pails and drums that Continental makes of steel are just 
too good to throw away. They literally have nine lives. 

In their first life they transport heavy products like paint, 
roofing or petroleum compounds, chemicals or bulk drugs. They 
go to market bright, tight and beaming sales appeal. 

After their contents are gone, they continue working for years 
in shops, garages and on the farm. Their labels, lithographed 
right on the metal sides, remain sharp and clear. The man who 
uses an empty container for the storage of feed, seed, kerosene 
or what-have-you is constantly reminded of the brand that came 
to him in that container. 

Continental supplies these “salesmen with nine lives” to an 
impressive list of leading companies. We are a leading producer 
of two to 12-gallon flaring and straight-sided steel pails and 
closed-head drums. 

Also important is the fact that Continental is one of the few 
steel container manufacturers that also make tin cans. This 
means we can offer our customers an experience in manufactur- 


ing and lithographing metal containers that’s hard to equal. 





CONTINENTAL Ci CAN COMPANY 
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The Jobber's Market... . 


Of More 
Than 4,000 
Jobbers 
Surveyed. . 


They Lease And They 
17,530... Supply 
66,760 


715 Supplying 673 Handling 


And 1,092 
Serving 
More Than 
5,000 
Customers 
Each 


From 501 Needs of 
to 1,000 1,001 to 
Users... 2,500... 


Where the Jobber Sells His Products 


What the oil jobber markets, how much and to whom he sells is 
described in this second of three articles compiled from a survey of 


4,000 Independent oil jobbers. 


The first in the series (NPN Aug. 12, p. 28) told of the jobbers’ 


bulk plants, trucks and other facilities. 


Next week the series will con- 


clude with a study of the type of men who make up the jobber ranks, 
including a report on their experience, background and education. 


*~ 


More than 66,000 retail gasoline 
outlets are supplied by Independent 
oil jobbers. Of the more than 
4,000 jobbers surveyed. by NPN, 
about 77% (3,258) handle gasoline. 

In addition to supplying an av- 
erage of about 20 retail outlets with 
gasoline, 42% of the Independents 
furnish petroleum products to better 
than 1,000 customers each. 

Most jobbers include among their 

customers both city and rural resi- 
dents, with a few concentrating on 
city trade and another small group 
catering to accounts in rural areas 
only. 
Better than 50% of the Independ- 
ents report their marketing areas 
range from 100 to more than 500 
square miles, and about 30% report 
their trading region is less than a 
30-sq.-mile area. 

A breakdown of the jobber’s market 
looks about like this: 

Retail Gasoline Outlets—84.5% of 
the jobbers report they own, lease 
or supply gasoline to this type of 
establishment. Of the 3,552 jobbers 
so 


reporting: 

14% of the jobbers (497) report 
they own 13,236 retail gasoline out- 
lets, for am average of almost 27 
each. 


* 


18% (639) say they lease 17,- 
530 outlets, averaging more than 27 
each. 

68% (2,416) indicate they supply 
66,760 outlets—averaging almost 28 
each. 

Number of Accounts—In addition 
to outlets handling gasoline, jobbers 
supply others with petroleum pro- 
ducts. A study of the number of ac- 
counts served by marketers surveyed 
by NPN shows: 

22%, or 925, have less than 250 ac- 
counts on their books. 

19% (799) serve from 251 to 500 
consumers. 

17% (715) supply the needs of 501 
to 1,000 customers. 

16% (673) supply 1,001 to 2,500 
users, 

11% (462) list from 2,501 to 5,- 
000 accounts. 

15% (630) report more than 5,000 
customers each. 

Market Served—tThere .are .fewer 
jobbers concentrating their business 
in city markets than any other cate- 
gory. Designating market descrip- 
tion by city, rural or both, the NPN 
survey shows: 

Only 7%, or 294 jobbers confine 
their marketing operations to city 
areas. 


11% (462) say they cater entirely 
to rural trade. 

82% (3,448) supply both city an 
rural type accounts. . 


Measured in Miles—Better than 
50% of the jobbers supply customers 
in trade areas exceeding 100 square 
miles and 28% reach out to cover 
areas exceeding 500 sq. miles. The 
survey shows this picture: 

30%, 1,261 jobbers, say they sup- 
ply only customers within a 50-sq.- 
mile area. 

16% (673) say their trade area 
ranges from 50 to 100 sq. miles. 

26% (1,093) serve areas of from 
101 to 500 sq. miles. 

28% (1,177) go 
miles. 

In this type of market, the jobber 
sells: 


Gasoline—Of the jobbers surveyed, 
77.5% or 3,258, handle gasoline. The 
volume moved annually varies with 
each jobber operation about on this 
order: 

0.9%, or 29 jobbers, handle less 
than 100,000 gal. annually. 

5.7% (186) place annual volume at 
from 100,000 to 250,000 gal. 

11.5% (375) sell from 250,000 to 
500,000 gal. each, yearly. 

23.3% (759) sell one million to five 
million. 

10.7% (348) report a turnover of 
more than 5,000,000 gal. each per 
year. 

The volume of other products 
handled by jobbers is shown in the 
following tables, broken down by 
number of jobbers in gallons-per- 
year categories: 


beyond 500-sq.- 
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COMPLETE facilities are provided for motorists and truckers at this new Frontier station 


New Truck Stop Station is ‘King’ Size 


Out in the open spaces of Wyo- 
ming, at Cheyenne to be exact, is a 
new $100,000 truck stop service sta- 
tion built by Frontier Refining Co. 

It’s a big outlet both in volume 
and size. The property has a front- 
age of 566 ft. on Highway 30 and 
is 400 ft. deep. The building proper 
contains 5,600 sq. ft. of floor space 
and is constructed of prefabricated 
metal with masonry enclosure. 


The layout is designed for speedy 
entrance and exit of vehicles, and 
plenty of parking space is provided— 
enough for 50 large trucks. The sta- 
tion’s 20 dispensing units are fed by 
a central pumping system located at 
the storage tanks. Each dispenser 
is capable of handling 25 gal. per 
minute of product. Computers also 
are bigger as they can register up 
to 999 gal. rather than the conven- 
tional 99. 

A large lubrication department is 
capable of handling the largest trucks 
on the highways. 

Restaurant—Motorists and truckers 
who are hungry can fill up at a 
modern, compact restaurant which 
serves food at popular prices. 

For truck drivers who are tired, 
dormitory facilities are available. A 
combination lounge and truckers’ of- 
fice also is provided. Drivers can 
arrange to be “called” at any hour 
when staying overnight. Baths and 
special restrooms complete the “lux- 


ury” accommodations for truck dri- 
vers. : 

The station is located at the junc- 
tion of U. S. 30 and the Cheyenne 
city truck route, which means that 
plenty of trucks have convenient ac- 
cess. 

Office of the Interstate Moving & 
Storage Co., Cheyenne agents for Al- 
lied Van Lines, is located at the new 
station, as is that of R. B. Wilson, 
petroleum transporter. 

The station has been leased to 
John R. O’Leary, well-known in Wy- 
oming trucking and transportation, 
Frontier says. 


Utah Oil Jobbers Set Up 
Permanent Association 


Utah oil jobbers formed a perma- 
nent association in Salt Lake City, 
Aug. 17, which will be called the In- 
ter-mountain Oil Jobbers Assn. 

According to the constitution and 
by-laws adopted at the organization- 
al meeting, membership in this new 
association will be limited to jobbers 
and distributors. Acting Executive 
Secretary Arvin W. Grant said that 
a permanent membership of about 
30 jobbers is expected. 

The association is being formed to 
enable Utah jobbers to exchange 
ideas on the many aspects of effi- 
cient management of jobber opera- 
tions. Some of the topics that will 


be discussed at subsequent meetings 
include: service station operation, 
advertising, distribution, sub-bulk 
plants and supplier relations. 

Election of officers will be held at 
the next meeting on Sept. 14. 


Marketer Seeks Reparation 
From Rails in Rate Fight 


Warrior Petroleum Co. of Indian- 
apolis, has filed with the Interstate 
Commerce Commission a complaint 
against eight railroads alleging they 
charged “unreasonable” rates for 
transporting about 115 tank carloads 
of petroleum naphtha from El Dor- 
ado, Ark., to Indianapolis in the past 
two years. 

The company claims rates were 60c 
per 100 Ib. before Sept. 1, 1951, and 
59c thereafter. Meantime, company 
said, rates to Effingham, Ill., were 
only 48c. 

Warrior contends that ICC had 
prescribed rates to Indianapolis only 
6c higher than to Effingham. This 
would have meant rate of 54c instead 
of 59c or 60c, the company said in 
asking for reparation of $3,500. 


Correction 

The address given for the Aero Oil 
Co. under the photograph in NPN, 
July 15 (p. 43) should have been New 
Oxford instead of Oxford, Pa. 
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Oil PRICE SECTION 





Prices at Refineries and Terminals and by Tank Wagon 


PRICES IN EFFECT AUGUST 17 


Prices herewith are reproduced from Platt’s OILGRAM Dally Ot) 
Price Service, associated with National Petroleum News, whose rep- 
resentatives in all NPN-OILGRAM offices devote their time exclusively 
to reporting oi] industry prices everywhere. 

Prices shown in tables are sales prices or quotations or genera! offers 
or posted prices by refiners, by pi terminal operators, and by 
tanker terminal operators; for current sales and shipments; for the busi- 
ness day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge; prices 
barges or cargoes or truck transport lots only, so designated; FOB re- 
fineries or terminals; in cents per gal., except per 
shown; wax and petrolatums in cents per pound; ex all fees and taxes; 
for crude ol] and its products lawfully produced and transported; re- 
ported as received by OJLGRAM and National Petroleum News but not 
guaranteed; for subscribers’ private use only and not for resale or 


GASOLINE 


OKLA., Group 3 (Okla, shpt.) 

90 Oct, Prem. (2)12.5~-13.125 
84 Oct. Reg. (2)11.5-11.625 
60 Oct. M & below 10.625—11.125 


CALIFORNIA 
Dist. 


Angeles 
90 Oct, Prem. 
80 Oct. Reg. 


80 Oct. Reg. 
OKLA., Group 3 (Northern shpt.) 

90 Oct. Prem. os sees es «(6)12.375-13.125 
84 Oct. Reg. .. (7)11.375-11.625 90 Oct, Prem. 
60 Oct. M & below x10.625—-10.875(2) 80 Oct. Reg 


MIDWESTERN (Group 3 basis) 


Oct, Prem. eee aee« «(4)12.375-13.125 
Oct. Reg. ..........+-.(6)11.375-11.625 
Oct. M & below 10.625-10.875 


TEX. (Texas & New Mex, shpt.) 
Oak. PUG, 6 ccceceseses 13.75-14.25 
Oct, Prem. 13—13.75(2) 
Oct. Prem. 12.75 
Oct. Reg. vac an koee 11.75-12.7 
Oct, Reg. ............. (€2)11.75-12.25 
Oct. M & below 10.75-11.8 

6 fuel 


. TEX. (Texas & New Mex. shpt.) 
. Prem, 13.5 
4 eae ys 13-13.75 
° 1 


. Prem, .... 3 
we Serr be 11.75~-12.25 
Oct. M & below ........ 11.25-11.5 

_ 
TEX. (Truck transport lots) No. 2 fuel 
Seth, OO,” «dn cceoaspae , No. 3 fuel 
eS eer : No. 6 fuel 

. Prem. 


x11.75-12 
«(2)11-11.125 


i cecne ceebde ee . 5 MIDWESTERN (Group 3 basis) 


41-43 w.w. 
42-44 ww. 
Range 

W. TEX. (Truck transport lots) 58 & 
OD OSh; POG. 2 vc cnstesee's 13 No. 1 fuel 
3, SO Rperte 11.75 No, 2 fuel 
60 Oct. M & below 11 No. 6 fuel 


= ee Shaws od 08,00 02 
. M & below ...... 


ARK, (For shipment te Ark. & La.) 
90 Oct, Prem. 13 41-43 w.w. 
GA FE oss x0 cs Seeks 11.75 42-44 w.w. 
60 Oct. M & below 10.625 ie © Geet. 
KANSAS (For Kansas destinations only) 

90 Oct, obecurennews 12.375—12.625(2) 
88 Oct. . 12.375-13.375 
84 Oct. ee 

82 Oct, Reg 11.375-12.375 
60 Oct. oes #0. x10.6—11.625 


WESTERN PENNA, 
Bradford-Warren: 


15.15(2) 


86 Oct, Reg. 14.15(2) 
ou City: 


90 Oct. Prem. 


42-444 w.w 


No. 1 fuel ..... 
15.15(2) 

14.15(3) — 
Pittsburgh: 


90 Oct. Prem. 15.5 41-43 w.w. 


14.25 58 & above D.I, Diesel.... 


OHIO—Quotations of 8.0. Ohio for delivery to 
Ohio points: 
14.5 
42-44 wow. 


’ 

(2)14.5-15.25 

14.25-14.75 

(2) ee 
13. 


25 2) iMo. 6 fuel .........-4055, 
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San Francisco Dist.: 
90 Oct. Prem, .......... 


San Joaquin Valicy Dist.: 


KEROSINE, GAS & FUEL OILS 


OKLA., Group 3 (Okla. shpt.) 


OKLA., Group 3 (Northern shpt.) 


58 & above D.I. Diesel... : 


W. TEX. (Texas & New Mex. shpt.) 


58 & above D.I. Diesel. ... 


KANSAS (For Kansas destinations only) 


52 & below D.1. Diesel ... 


distribution or publication. During period of short supply, some sellers 
and at times all sellers, withhold quotations to new customers or the 
posting of firm prices but give OJLGRAM the prices they otherwise 
would quote to the trade in general and which they confine to their 
regular customers only, and such prices appear in the price tables. 
Gasoline are by ASTM Research Method and are minimum 

, except where letter M is used to indicate that octane rating is 
by ASTM Motor Method. For further details of price conditions apply 
to any NPN—OILGRAM office or see back of sny OILGRAM Price 
Service invoice. 


For complete price service delivered daily from nearest OILGRAM 
publishing office, New York, Cleveland and Houston, address Piatt's 
Price Service, Inc., 1213 West 3rd S8t., Cleveland 13, Ohio. Annual 
Subscription rate in U. S.: $150 per year, payable in advance. 


ARK, (For shipment to Ark, & La.) 
4B-464 WLW. cccccccceccess 
Tractor fuel ......seseeees 
52 & below D.I, Diesel... 
58 & above D.I. Diesel.... 


(2)14.1-18.1 
(2)13.1-15.6(2) 


17.85-18.6 
15.85-16.1 


15.85-16.1 


11.55-11.95 
11.25(2) 
11.05-11.35 

\. ETT TELL TT i. 11.06-11.35 
36-40 gravity fuel ........ 10.85 
Ou City: 
Kerosine pede bebbeeuser 11.55-11.95 
50 cetane Diesel .......... 10.75 
No. 1 fuel eecore 11-11.45 
No, 2 fuel bdeeek aes « 10. 75—-11.05 

25-8. WO, BS GRE wee ce cesesees 10.75 
= oe 36-40 gravity fuel ........ 10.75 
Pittsburgh: 
Kerosine . 11.65-12 
50 cetane Diesel ......... 10.9 
No. 1 fuel 11.4 
Mo, 3 BO ccccccvcccece (3)10.9-11.1 
(5)8.875-9.25 36-40 gravity fuel ........ (2)10.9-11 
(5)8.875-9.375 * Prices of some refiners are subject to 0.5¢ 

8.625-9 gal, summer-fill discount 


8(2) 
$1.10-1.30 


++ (3)8.625-9.375 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries.) 
Range Of] .....seeeeeees 12.3-12.8 
46-49 w.w. kero. 
P.W. distillate ........+.+. 
No. 2 fuel 
. (3)8.875-9.25 No. 

(4)8.875-9.25 


(5)8.625-8.875(2) 
(6)8-8.25 
(2)7.75-8 
$1.10-1.30 


No. 5 fuel 
No. 6 fuel (3)6.5-7.8 
(5)8.625-8.875 

(5)8-8.125 


$1.10-1.30 OH10O—Quotations of 8.0. Ohio for delivery to 


N. TEX. (Texas & New Mex. shpt.) ary 


. . 2.3 

9.2-10(2) No. fuel 11.3 

9.625 Diesel (Light & Med.).... 12.3 
(2)9-9.75(2) 
. (2)$1.20-1.75 CALIFORNIA 
San Jonquin Valley Dist.: 
40-43 WLW, n ceccesccceces 
9.25 Heavy fuel (PS 400) .... 
9.75-10.75 Light fuel (PS 300) 
9.25-10.25 Diesel fuel (PS 200) 


(2)9.25-9.5x Stove dist. (PS 100) 
$1.65-1.90 


14.4-14.8 


13.7-14.8 


CGB UG, ceccecentcese 14.3-14.8 
Heavy fuel (PS 400) ..... 
x9.5-9.75(2) 
=(2)9.5-9.6 
«8. 75-9.75 
a 


-625 
x$1.30-1.60 


CENT. W. TEX. (Truck transport lots) 


Stove dist. (PS 100) ...... 10.5-14.7 


(Group 3 & Breckenridge prices are to biend- 
ers on freight basis shown below, Shipments 
may originate in any Mid-Continent manufac- 
turing district.) 

FOB GROUP 3 

Grade 26-70 

FOB BRECKENRIDGE 
Grade 26-70 


9.125-10.25 
8.875-9.625 
8.875-9.375 
8.625-10 
5 5.75( Quotations) 
1.625-1.65 
1.15-1.35(2) 5.25( Quotations) 
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COMPLETE facilities are provided for motorists and truckers at this new Frontier station 


New Truck Stop Station is ‘King’ Size 


Out in the open spaces of Wyo- 
ming, at Cheyenne to be exact, is a 
new $100,000 truck stop service sta- 
tion built by Frontier Refining Co. 

It’s a big outlet both in volume 
and size. The property has a front- 
age of 566 ft. on Highway 30 and 
is 400 ft. deep. The building proper 
contains 5,600 sq. ft. of floor space 
and is constructed of prefabricated 
metal with masonry enclosure. 

The layout is designed for speedy 
entrance and exit of vehicles, and 
plenty of parking space is provided— 
enough for 50 large trucks. The sta- 
tion’s 20 dispensing units are fed by 
a central pumping system located at 
the storage tanks. Each dispenser 
is capable of handling 25 gal. per 
minute of product. Computers also 
are bigger as they can register up 
to 999 gal. rather than the conven- 
tional 99. 

A large lubrication department is 
capable of handling the largest trucks 
on the highways. 

Restaurant—Motorists and truckers 
who are hungry can fill up at a 
modern, compact restaurant which 
serves food at popular prices. 

For truck drivers who are tired, 
dormitory facilities are available. A 
combination lounge and truckers’ of- 
fice also is provided. Drivers can 
arrange to be “called” at any hour 
when staying overnight. Baths and 
special restrooms complete the “lux- 


4 


ury” accommodations for truck dri- 
vers. s 

The station is located at the junc- 
tion of U. S. 30 and the Cheyenne 
city truck route, which means that 
plenty of trucks have convenient ac- 
cess. 

Office of the Interstate Moving & 
Storage Co., Cheyenne agents for Al- 
lied Van Lines, is located at the new 
station, as is that of R. B. Wilson, 
petroleum transporter. 

The station has been leased to 
John R. O’Leary, well-known in Wy- 
oming trucking and transportation, 
Frontier says. 


Utah Oil Jobbers Set Up 
Permanent Association 


Utah oil jobbers formed a perma- 
nent association in Salt Lake City, 
Aug. 17, which will be called the In- 
ter-mountain Oil Jobbers Assn. 

According to the constitution and 
by-laws adopted at the organization- 
al meeting, membership in this new 
association will be limited to jobbers 
and distributors. Acting Executive 
Secretary Arvin W. Grant said that 
a permanent membership of about 
30 jobbers is expected. 

The association is being formed to 
enable Utah jobbers to exchange 
ideas on the many aspects of effi- 
cient management of jobber opera- 
tions. Some of the topics that will 


be discussed at subsequent meetings 
include: service station operation, 
advertising, distribution, sub-bulk 
plants and supplier relations. 

Election of officers will be held at 
the next meeting on Sept. 14. 


Marketer Seeks Reparation 
From Rails in Rate Fight 


Warrior Petroleum Co. of Indian- 
apolis, has filed with the Interstate 
Commerce Commission a complaint 
against eight railroads alleging they 
charged “unreasonable” rates for 
transporting about 115 tank carloads 
of petroleum naphtha from El Dor- 
ado, Ark., to Indianapolis in the past 
two years. 

The company claims rates were 60c 
per 100 Ib. before Sept. 1, 1951, and 
59c thereafter. Meantime, company 
said, rates to Effingham, Ill., were 
only 48c. 

Warrior contends that ICC had 
prescribed rates to Indianapolis only 
6c higher than to Effingham. This 
would have meant rate of 54c instead 
of 59c or 60c, the company said in 
asking for reparation of $3,500. 


Correction 

The address given for the Aero Oil 
Co. under the photograph in NPN, 
July 15 (p. 43) should have been New 
Oxford instead of Oxford, Pa. 
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Oil PRICE SECTION 





Prices at Refineries and Terminals and by Tank Wagon 


Prices herewith are reproduced from Piatt’s 
Nationa] 


Price Service, associated with 
to reporting oll industry prices everywhere. 
or posted prices by refiners, 


Prices shown in tables are sales prices or quotations or general offers 
Pipeline termina! operato: 
tanker terminal operators; for current sales and shipments; for the busi- 


gal 
shown; wax and po Bh Rm in cents per pound; ex all fees and taxes; 
for crude oll and its products lawfully produced and transported; re- 
ported as received by OJILGRAM and National Petroleum News but not 
guaranteed; for subscribers’ private use only and not for resale or 


GASOLINE 


OKLA., Group 3 (Okla, shpt.) 

90 Oct, Prem. (2)12.5~-13.125 
84 Oct. Reg. (2)11.5-11.625 
60 Oct. 10.625—11.125 


OKLA., Group 3 (Northern shpt.) 


90 Oct, Prem. . (6)12.375-13.125 
84 Oct. Reg. (7)11.375-11.625 
60 Oct. M & below «10.625—10.875(2) 


MIDWESTERN (Group 3 basis) 


Oct, Prem . -(4)12.375-13.125 
Oct. Reg. .............(6)11.375-11.625 
Oct. M & below 10.625-10.875 


. TEX. (Texas & New Mex, shpt.) 


Oct, Prem. 13.75—14.25 
Oct. Prem. a 75(2) 
2.75 


Oct. Prem. 

Oct. Reg. R oe 11. 75-12. 7 
Oct. Reg. . eeeeee €2)11.75-12.25 
Oct. M & below ...... 10.75—11.8 
. TEX. (Texas & New Mex. shpt.) 

Oct. Prem. 

Oct. Prem 

Oct. Prem. 

Oct. Reg. . 6 sé0ue0s 
Oct. M & below ........ 


13.5 
13-13.75 
13 
11.75-12.25 
11.25-11.5 


. TEX. (Truck transport lots) 
Oct. Prem, 13.5 
UR, POG: occ cccaseaee 13-13.75 
Oct. Prem. osudpands x13 
Oct. > rer 11.75-12.25 
i eee S nica acess «11.75-12 
Oct. M & below «(2)11-11.125 


CENT. W, TEX. (Truck transport lots) 
90 Oct. be eeces ° 13 
82 Oct. 11.75 
60 Oct, 11 


ARK. (For shipment to Ark. & La.) 
90 Oct. Prem. 

80 Oct, Reg. 

60 Oct. M & below 


KANSAS (For Kansas destinations enly) 

i. 2 | aa 12.375-12.625(2) 
88 Oct. Prem. 12.375-13.375 
84 Oct. Reg. . ..€2)11.375-11.75 

82 Oct, Reg. . . -. 11.375-12.375 
60 Oct. M & below «10.6-11.625 


WESTEKN PENNA, 
Bradford-Warren: 

FY are 
86 Oct. Reg. 

on City: 

90 Oct, Prem. 

86 Oct, Reg. 

Pittsburgh: 

90 Oct. Prem. 15.5 
86 Oct. Reg. 14.25 


15.15(2) 
14.15(2) 


15.15(2) 
14.15(3) 


gh tgs of 8.0. Ohio for delivery to 


14.5 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries) 
s (2) 14.5-15.25 
86 Oct, Prem. ......... 14.25-14.75 
84 Oct. Reg. .. - €2)13.5-14.125 
. Reg. 13.25(2) 


AUGUST 19, 1953 


PRICES IN EFFECT AUGUST 17 


OILGRAM 
Petroleum News, whose 
resentatives in all NPN-OILGRAM offices devote their time caauiivey 


rs, and by 
ratings, 
by ASTM Motor 


posting firm 
would quote to the trade in genera) and 
regular customers only, and such prices appear in the price tables. 
Gasoline ratings are by Research Method 

except where letter M is used to indicate that octane rating is 
Method. For further details of price conditions apply 


and are minimum 


to any NPN—OILGRAM office or see back of any OJLGRAM Price 


Service invoice. 


Price Service, 


CALIFORNIA 


Les Angeles Dist.: 
90 Oct. Prem. 
80 Oct. Reg. 
San Francisco Dist.: 
OO Oot. Prem, 20. csecss. 


(2)14.1-18.1 
(2)13.1-15.6(2) 


17,.85-18.6 
15.85--16.1 


San Joaquin Valicy Dist.: 


90 Oct. Prem. 
80 Oct. Reg 


17.85-18.6 
15.85-16.1 


KEROSINE, GAS & FUEL OILS 


OKLA,, Group 3 (Okla. shpt.) 
8.875-9.25 
8.875-9.5 
fl 8.875-9.25 
above D.I_ Diesel. ...(2)8.625-9.375 
fuel — or 


8(2) 
No. 6 fuel $1.10-1.30 


OKLA., Group 3 (Nerthern shpt.) 
(5)8.875-9.25 
(5)8.875-9.375 
8.625-9 


58 & above D.I. Diesel.... (3)8.625-9.375 
. 1 fuel sar Yael 
2 88.25 
6 $ons8 0¢¢eb0000 $1.10-1.30 
MIDWESTERN (Group 3 basis) 
. (3)8.875-9.25 
(4)8.875-9.25 


- (3)8.625-8.875(2) 
(5)8.625-8.875 
(5)8-8.125 
$1.10-1.30 


oil | 
58 & y -* D.I. Diesel. 
No. 1 fuel 
No, 2 fuel 
No, 6 fuel 


N. TEX. (Texas & New Mex. shpt.) 


41-43 w.w. 
42-44 ww. 
58 & above D.I. Diesel. 
No. 6 fuel . 


9.2-10(2) 


9.625 
(2)9-9-15(2) 
- (2)$1.20-1.75 


W. TEX. (Texas & New Mex. shpt.) 
41-43 w.w. 9.25 
42-44 ww. 9.75-10.75 
No. 1 fuel t ‘ 
No, 2 fuel 

No. 6 fuel 


BE, TEX. (Truck transport lots) 
41-43 w.w. 

42-44 w.w - 
58 & above D. I. Diesel. . ees 
No. 1 fuel Sales 

No. 6 fuel 


x9.5-9.75(2) 
«(2)9.5-9.6 
x8.75-9.75 
9 


-625 
x$1.30-1.60 


CENT. W. TEX. (Truck transport lots) 
41-43 w.w, 


KANSAS (For Kansas destinations only) 


42-44 wew. .. oes 9.125-10.25 
52 & below D.I. Diesel ... 8.875-9.625 
8.875-9.375 


$1.625-1.65 
1.15-1.35(2) 


For complete price service delivered daily from nearest oneness 
publishing office, New York, Cleveland and Houston, address Piatt's 
., 1213 West 3rd St., Cleveland 13, Ohio. Annual 
Subscription rate in U. S.: $150 per year, payable in advance. 


ARK. (For shipment to Ark, & La.) 
42-44 w.w. 

Tractor fuel ......+ssse0+- 

52 & below D.I, Diesel. 

58 & above D.1. Diesel. 

No. fuel ee 

No. 

No. 

No. 

No. 


WESTERN PENNA* 
Bradford-Warren: 
Kerosine PT aT. 
55 cetane Diesel 
No. 2 fuel 11.05-11.35 
No. 3 fuel 11.06-11.35 
36-40 gravity fuel ........ 10.85 
ou Clty: 
Kerosine WTITITINITL LL 11.55-11.95 
50 cetane Diesel és 10.75 
No. 1 fuel eees 11~11.45 
No, 2 fuel 10.75-11.05 
No, 3 fuel 
36-40 gravity fuel 
Pittsburgh: 
Kerosine . eee 11.65-12 
50 cetane Diesel b<ebceces 10.9 
Be. 2 BRM Wisviws cesses. 11.4 
No, 2 fuel . (3)10.9-11.1 
36-40 gravity fuel (2)10.9-11 

* Prices of some refi ers are subject to 0.5¢ 
gal. -fi 4 


11.55-11.95 
11.25(2) 





CENTRAL MICHIGAN 
(FOB Central a refineries. ) 
Range ol] ... 12.3-12.8 
46-49 ww. kero. 12.35-13.2 
P.W. distillate ........565+ 12.3-12.8 
(2)11.5-11.85 
11.175-11.7 
(2)8.25-10 
(4)6. 75-8 
No, 6 fuel (3)6.5-7.8 
OH1I0O—Quotations of 8.0. Ohio for delivery to 
Ohio points: 


Diesel cuight & Med.). 


CALIFORNIA 

San Joaquin Valley Dist.: 
40-43 w.w, 

Heavy fuel (PS 400) 
Light fuel (PS 300) 
Diesel fuel (PS 200) 
Stove dist, (PS 100) 
San Francisco Dist.: 
40-43 Ww.w, ° 

Heavy fuel (PS 400) 
Light fuel (PS 300) 
Diesel fuel (PS 200) ...... 
Stove dist. (PS 100) 
Les Angeles wee 

40-43 wW.w. ... 


13.7-14.8 


(2)13.8-14.3 


(Group 3 & Breckenridge prices are to biend- 
ers on freight basis shown below. Shipments 
may originate in any Mid-Continent manvfac- 
turing district.) 

FOB GROUP 3 

Grade 26-70 ; 
rOB BRECKENRIDGE 
Grade 26-70 


5.75( Quotations) 


25 (Quotations) 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT AUGUST 17 


NAPHTHAS & SOLVENTS nee sane Bhoes toenage ts acer tapenge LUBRICATING OILS 


Stoddard solvent 
WESTERN PENNA. 
Prices are for sales made, or offers reliabiy 
Teported, to jobbers & compounaens only. 
Neutrals—No, 3 col. Vis. at 70° F. 200 
Ma (180 at 100°) 420-425 fi. 
p.t. 


12.5 
c= Group 3) 
ard solvent 12.375(3) TLANT AST 

Cleaners naphtha on 12.875(2) . adie, 

V.M.&P, naphtha 12.875(4) V.M.&P. Mineral 

Mineral spirits 11.875(4) Naphtha Spirite 

Rubber solvent 12.875(3) New York 

Lacquer diluent (2)13.125-13.375 Harbor 17(5) 

Benzo] diluent (2) 14.125-14.625 Philadelphia .. in 5(4) 16.5(5) 
Baltimore .... 16.5(3) 

WESTERN PENNA. Boston 18.5(4) 17.5(5) 

Ou City: ) MOS wccs osee 17.5(3) 

Stoddard solvent .......... 16 

Pittsburgh: 


Stoddard solvent .. 16(3) LPG PRICES 


.t, 24.5 
OHIO—Quotations of 8.0. Ohio for delivery to e p.t. (5) 23-24 


ag points: (Of refiners, FOB refineries, in cents per gai. . 
V.M.&P, naphtha : 18.0 tank ears or transport trucks) Tr. (2)18-19 
Mineral spirits & stoddard Commercial Industrial 650 s.r. (2) 19-20 
solvent 17.0 District Propane Propane cea 
15.875 N. ¥. Harbor.... 8 8 
E. TEXAS (Truck Trnspt. tote) Philadelphia 8(3) 8(3) MIDCONTINENT LUBES 


Baltimore eek beee 
posts a Hamings ooo ere ar es, 
CENT. W. TEX. (Truck Trnspt. lots) ae — 5am 100°, 0-10 p.p. 
Stoddard solvent .......... 11.5 7 one = Oils—Conventional 
. 

60-85 vis 
86-110 vis. 
150 vis. 
180 vis. 
200 vis. 
250 vis. 
280 vis. 
300 vis. 
Bight Stock—Conventional 
200 vie D: 
FHL : . , 10-25 P.P. «1. --seeeceees 
. —_ mao | ' 150-160 vis, D: os 

0-10 p. . ne ai 20.5-21. 
Wedel LOT od] ‘ty SCULLY SIGNAL COMPANY cambridge Est sr “Mass, | Model LAfornew]| yo25 BP oo002) Soba 
Customer tanks J © Canadion Licensee: EMPIRE BRASS MFG. CO. LTD, Toronto, Ontario tank installations} | 120 vis 1: “eh 
ee 0-10 p.p. ’ 
Bright stuck—sotl ent 
150-160 vis. 0-10 p.p., 95 v.i. (2)23-24(3)x 
Neutral Olls—Solvent (95 v.1.) 
170-180 vis. ... <ee ogacd x (2)16—-17(3)x 
BOOS: VIE, acckiceccccs .x(2)16.25—-17.25(3)x 

parVaesscabececces GAG TEaTAB(s 

Marketer of Petroleum Products OS OR, oes pare x16. (2)x 
600 s.r., olive green Séee 


NEW ENGLAND PETROLEUM CORPORATION GULF COAST—Solvent Refined Labes. 


From Mid-Continent grade crude, Prices FOB 
New York Boston ship at Gulf for export. 
Bright stock—Vis, at 210° 

150-160 vis., 0-10 pour 

test, 95 v. i x21.5-22.5(2)x 
Neutral Olls—Vis. at 100°; 95 v.i.; 0-10 p.t. 
100 vis. (2) 14- 15 
200 vis. . «15.25-16 
300 vis, . hae enpeeee «15.75-17(2) 
500 vis. «17.75-18.5x 
SOUTH TEXAS LUBES 
(Vis, at 100° F. FOB S. Tex., refineries for 


Pinnsytvania Grade Crude, rec- | ‘me smi/oF export shipmest.) 
12.2516) 


ognized the world over as Nature’s Pm y 
finest, is refined by UNITED’s modern equipment under we vs 141518) 


. 15.7516) 
rigid quality control. This outstanding combination of-a : Tl qayat.as-itasea 


: (2)18-18.75(4) 
superlative source plus exacting refining methods assures 
UNITED '’s jobbers and marketers of getting the best 53.3505) 


itictad 13.75(6) 
100% Pure Pennsylvania Lubricating Oils of the highest : one 18.7916) 
6.75(6) 


quality. Why not put YOUR brand on UNITED’ s products? i - +++ (2)27.28-17.75(4) 


(2)18-18.75(4) 





eoonrnme th: 




















Write for free, illustrated book, “A Story of Progress”. 
PETROLATUMS 


WESTERN PENNA. 


THE woro's Fised-..100% PURE PENNSYLVANIA OIL ‘Bbis,, carloads; tank car, 1 to 1.5¢ less.) 
Snow ‘white . 





° 6.875-7. 75x 
Soft white ‘ 6.625~-7.375(2) 


MEMBER P.G.C.O.A PERMIT No. 24 


UNITED REFINING COMPANY, WARREN, PA. 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT AUGUST 17 


ATLANTIC & GULF COASTS 


Prices are of refiners, FOB their refineries & tanker terminals and of tanker terminal operators, 
FOB their terminals. Ships’ bunkers prices are exclusive of lighterage. 


WAX 


WESTERN PENNA, (T.0., to Bulk) 
White Crude Scale; 

122-124 A.m.p. 

124-126 A.m.p. 


SEABOARD 

Melting points are AMP, 3° higher thas 
EMP. Prices are for carioad lots. Domestic 
prices are FOB refinery; scale in bags or 
bbis.; fully refined, slabs loose. Export prices 
are FAS; scale in bags or bbis., fully refined 
in bags or cartons 
rude N.Y. 
124-126 white 6 


5(4) 


92 Oct. 5(4) 


90 Oct. 
Prem. Gasoline 
15.4-15.7 Jove 
15.3-15.6 aay 
16.7(6) 
14.4-16.6 
14.4 


86 Oct. 83 Oct. Kerosine 
Reg. Gasoline Reg. Gasoline Neo. 1 Fuel* # 
14.15-14.6 (2)10.25-11(14) 
13-14.1 seee (2)10.15-10.9(14) 
15.2(7) ecee 11.319) 
(2)13.4-14.8 13.4 11.1(9) 
13.4 ceee 11(4) 
12.3 10.3 
(6)16,7-17 2 14.2 10.95-11.2(15) 
Charleston . .(2)14.1-15.25 eeee 11(5) 
Corpus Christi 13.5(2) 
Houston .... 13.25-14.3 
do barges. .(2)13.25-14.3 
Jacksonville 


15.2(9) 
(2)13.1-13.25 

11.5-12.5 
(2)12.25-12.3 


N.Y. Expert 
-1(2) (2)5.5-6.1(2) 
10-10.25 
9.625-9.75 
11.8(11) 
11.8 
11.1(4) 
11.1(8) 
(2)10.3-10.33(2) 
10.3 


95 
-95(3) 
-95(3) 


12-12.3 "5-8 
(2)13.4-13.7(5) 
13.7 


. 5-8 
13.4(3) 


1513) 
12.6 


14.4(3) 
16.5(3) -05(3) 
13. -05(3) 
.05(2) 
0.05 


New Orleans. 
do barges.. 
Norfolk 
Pensacola ... 
Philadelphia . 
do barges.. 
Pt. Everglades 
Portland 
Providence 
Savannah 
Tampa 
Wilmington, 
HM, -C....d0 


5-8 
5-8 
05-8 
05-8 
05-8 


—Oene aa 


7 
7 
os 7 
-05(3) 7 
8 
8 
8 


' (3)8. 
11.05(7) ° 
11.1(2) 
10.85-11.1(9) 
10.75-11(9) 
11.8(5) 
11.05-11.3(8) 
10.95-11.2(8) 
11.8(7) 
11.7(8) 


12.6 
13.3-13.7 
13.4 
(2)14.5-14.6 
14.4 
13.7(3) 
15.3(4) 
15.2(5) 


13.4-13.7(5) 
13.2-13.6(4) 


14.7(3) 
16.8(4) 
16.7(4) 
14.4-14.7(3) 
14.2-14.6(3) 


CHICAGO DISTRICT PRICES 


Prices to jobbers & distributors in tank car 
and/or truck transport lots FOB refineries, 
pipe line terminals and inland waterway barge 
terminals. 


Motor Gasoline 
90 Oct, Prem, .....«ss5++- 
84 Oct. Reg. 


fight Fuel Olls 
Range 
No. 2 


Heavy 
No. 5, 
No, 5, 
No, 6, 
No, 6, 


13.9-15.35 12.9-13.35 11(7) 


(2)13.85—14.625 

(2)12.85-13.625 
Diesel Ot Light Diesei 

Shore Plants* # * Bunkers # 

Ne. 6 Fuel (60 cet., 65 4.1.) (45 cet., 45 4.1.) 

2.77 10.15-10.4(7) $4.34(4) 
2.74 . seoe 

2.80 

2.74 

2.42 


2.39 
3.21(5) 


(2)10.875-11.5 


Gas House 
No. 2 Fuel*# Gas Oll*# No. 4 Fuel 9.875-10.5 


N. ¥. Harb.(2)9.25-10(16) 10.1 (10)$3,22-3.78 
do barges. (2)8.9-9.9(16) (10)3.19-3.68 
Albany 10.05-10.3(10) 
Baltimore 9.85-10.1(9) 
do barges «10(5) 
Baton Rouge 9 
do barges. 
Boston 
Charleston 
Houston 
do barges. 
Jacksonville . 
Miami 
Mobile 


eth high sulfur . oie : . - ’ 3 
. low sulfur 


3.98 
3.25(2) 
po, high sulfur ........ 


4.34(4) 
9.4 3.74(2) 
9.95-10.2(15) 
10.2(5) 
9.125-9.25 
8.5-8.625(2) 
10.65(8) 
10.2(2) 
New Haven. 9.95-10.1(10) 
New Orleans 9.1-9.3(2) 

do barges. 8.7 
Norfolk 10.05(6) 
Pensacola .. 10.2 
Philadelphia 9.85-10.1(9) 

do barges. 9.75-10(8) 
Pt. Everglades 10.65(3) 
Portland 10.05-10.3(8) 
Providence 9.95-10.2(8) 
Savannah 10.65(7) 
Tampa 10.55(5) 
Wilmington, 

We, DH, wcce 


4.38(3) 
4.30(2) 
3.74(5) 
4.473(5) U. 
4.473(3) 


10.6(6) 
10.3(2) 
9(2) 


MEXICAN BUNKER PRICES 


2.60 rey? 
see 10.65(6) S. DOLLARS PER BBL. OF 159 LITERS 
10.65(2) Bunker © Dieset 

10.5(5) 
9.7(3) 


3.35 
3.20 
x3.23(3) 


“- 


2.42 
2.39 
2.75 


3.74(3) Tampico 
Veracruz 


Y oe 4.34(3) Minatitlan 
x2.99(6) 10.25-10.5(7)  4.34(4) 

eee Guaymas 
Manzanillo 


Salina Cruz 


ee 10.65(4) 4.473(4) 
10.7(4) 
10.6(4) 
10.65(5) 
10.55(6) 


4.38 
4.4735) 
4.429-4.431(4) 


PACIFIC COAST 


(in Ships’ Bunkers, Diesel Fuel Bunker © Fuel 
er Deep Tank Lots) (P.S8. 200) (PS. 400) 
San Pedro, Calif.. $4.20(5) $1.80(5) 
San Francisco .... 4.41(4) 1.8514) 
Portiand, Ore, .... 4.62(4) 2.1014) 
Seattle, Wash. .... 4.62(4) 2.1014) 


. 10.2(7) 10.3(2) 4.30(3) 


“3 
2 
Fi 


Ne. 6 Fuel 
No Sulfur 
Guarantee 


i 


N. Y. Harb.. 
Albany 
Baltimore 


Charleston 
Corpus Christi 
Houston 
Jacksonville. 
Miami 
Mobile 
New Haven . 
New Orleans 
Norfolk 
Pensacola . 
Philadelphia. 
Pt. Everglades 
Portiand ... 
Providence . 
Savannah .. 
Tampa ..... 
Wilmington, 
N. C, 


2.28(13) 
2.60 
2.31(6) 
1.98 
2.3216) 


2.2342) 
1.98 


- -x(4)1.98-2.00 


2.2116) 
2.18 

2.03 

2.30(3) 
1.9842) 
2.26(3) 
2.28(8) 
2.18(2) 


a 
perorns. 


BeSSSsaR: & 
= 
ao 


~ = 
ao * 
—- = 


PPNNyer 
~~ 
ry 
Rote} 


ponspe fo poe 

VERERS 

b> Be > 4 

woharn 

-~-navr~ 
Vy 


2.26(4) 
2.20(4) 
2.13(4) 


seen 


(2)$2.35-2.43 
2.43 
2.43 


2.40 
2.44 


2.43(5) 


see 


x2.44-2.54 


(*) At Atlantic Coast refineries and terminals south of 
commercial 


sellers to bulk 


(2)$2. 


35-2.40 
2.25(4) 
1.9542) 
2.29(5) 


$2.25(10) 








This Is Your 
Market Place! 


Write today for Advertising 
Space Rates. 


NATIONAL PETROLEUM NEWS 
1213 West Third 


consumers are 0. 
north of and including Charleston, wa 
for hereuine Gnd Se. 'R feel, Gre Sundest 


Cleveland 13, Ohie 














AUGUST 19, 1953 

















REPUBLIC OIL REFINING CO. 


of 
Petroleum 
Products 


Refinery, 
Texas City, Texas 











TANK CAR BUYERS 


* 
Uniform High Quality 
DEEP ROCK OIL CORPORATION 


BOX 105 PHONE 2-435! 
TULSA, OKLA 








DEPENDABILITY 
i 
TRANSPORTING AND 
MARKETING QUALITY 
PETROLEUM PRODUCTS 


MARTIN OFL COMPANY, INC. 
3536 S. Ist St., St. Louis 18, Mo. 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT AUGUST 17 


GULF COAST—CARGOES, DOMESTIC & EXPORT, ALL PORTS 


Cargo prices are FOB ship at U. 8. Gulf, minimum of 20,000 bbis., and are by refiners only to 
er refiners, export agents, or tanker terminal operators. The figure in parentheses after each 
Price indicates the number of companies quoting that price. 
rar Gasoline (MIL-F-5572) Kerosine & Light Fuels 

Tade 115/145 .... 19.75 41-43 w.w. Kerosine 
Grade 100/130 .... 18.25 ee - -9.75(3 
Seals Saree - 9(2)~9.25-9.5—9.625(3)-9.75(3) 
RS 8. 25(2)-8.5(2)-8.625(3)-8.75(4)-8.875 
93 Oct. Premium. . 

12.75(2)—12.875-13(2)-13.25(2 

90 Oct. Premium... 1225-12. 375.125 og 


87 Oct. Regular .. 
P 11.75(2)—11.875-12(4)~12.25 
= -_ We AL 518-31-5-23.18 
11. a 
10-72 Get’ 125~11.5 
EE ce ose cba 


Diesel & Gas Olls 

43-47 Diesel Index. 
48-52 Diesel Index. 
53-57 Diesel Index. 


8.375-8.75(2)-8.875 
8.5-8.875(2)-9-9.125 
8.625-9(2)-9.25 


Heavy Fuels—Cargoes 


No. 5 Fuel, 0-10 p.t. $2.60-2.65 


10.5-10.75-11(2) Bunker ‘‘C’’ Fuel.. $1.85(7)-1.90(2)-2.00 


MIDDLE EAST CRUDE PRICES 


(Prices are per bbl. of 42 U. S. gals., exclusive of local port or other governmental charges, sales 
taxes, etc., if any; FOB loading port indicated, for gravities shown; 2c per bbl, differential per 
degree of gravity applies for gravities below and above those shown) 


Persian Gulf 
Company Crude Gravity Price Loading Port 
Anglo-Iranian Kuwait 31-31.9 $1.72 Mina-al-Ahmadi, Kuwait 
Anglo-Iranian Iraq 36-36.9 1.92 Fao, Iraq 
Anglo-Iranian Qatar 40-40.9 2.08 Umm Said, Qatar 
Gulf Exploration Kuwait 31-31.9 1.72 Mina-al-Ahmadi, Kuwait 
M.E. Crude Sales Arabian Ras Tanura, Saudi Arabia 
Socony-Vacuum Arabian Ras Tanura, Saudi Arabia 
Socony-Vacuum Iraq Fao, Iraq 
Socony-Vacuum Qatar Umm Said, Qatar 


Eastern Mediterranean 
Tripoli, Lebanon/Banias, Syria July 16, 1953 
Sidon, Lebanon July 21, 1953 
Sidon, Lebanon July 24, 1953 
Tripoli, Lebanon/Banias, Syria July 24, 1953 


VENEZUELAN CRUDE PRICES 


Prices are of Creole Petroleum Corp, for sale and/or purchase of cargo-lot quantities FOB 
deepwater terminals at ports named, and are subject to crude availability and company’s require- 
ments; 2c per bbl. differential per degree of gravity applies for gravities below and above those 
shown, except for Lagunillas Heavy for which price shown applies regardless of gravity. Price 
applicable for each cargo is that in effect at time vessel tenders for loading. For purchases made 
in fields, prices shown are basis for such purchases with deductions being made for terminaling 
and pipe line services in accordance with published tariffs. Purchases by Creole not subject to 
ao ery Venezuelan government are made at prices established by schedule shown below 
ess lc per : 


Effective Date 
July 16, 1953 
July 16, 1953 
July 16, 1953 
July 16, 1953 
July 21, 1953 
July 24, 1953 
July 24, 1953 
July 24, 1953 


Anglo-Iranian Iraq 
M.E. Crude Sales Arabian 
Socony-Vacuum Arabian 
Socony-Vacuum Iraq 


Effective 
Date 


Price 
Gravity API $/Barrei FOB 





HARTOL 


PETROLEUM CORPORATION 
INDEPENDENT MARKETERS 


Maine to South Carolina 
FIFTH AVENUE, NEW YORK 20, N.Y 





EXPORT 
DRUMMING 
30 E. 40 St., N. Y. C. 











Bach 14-14.9 $1.76 Las Piedras or Amuay 
esee 19-19.9 2.13 Amuay 

Lagunillas Heavy Flat 2.06 

Tia Juana Medium .... 

Tia Juana 102 L.P. ... 

Tia Juana Light 

Mar: 


June 23, 1953 
June 23, 1953 
Las Piedras or Amuay Oct. 11, 1952 
26-26.9 . Amuay June 23, 1953 
26-26.9 Amuay June 23, 1953 
30-30.9 Amuay June 23, 1953 
30-30.9 Las Piedras or Amuay June 23, 1953 
48-48.9 Tucupido June 23, 1953 
42-42.9 Puerto La Cruz June 23, 1953 
32-32.9 Puerto La Cruz June 23, 1953 
35-35.9 Puerto La Cruz June 23, 1953 
32-32.9 Puerto La Cruz June 23, 1953 
18-18.9 Caripito June 23, 1963 
20-20.9 Caripito June 23, 1953 
20-20.9 


Capure (Pedernales) June 23, 1953 
AVIATION GASOLINE PRICES 


(Prices are for tank cars, barges or truck transport lots; aviation gasoline meet specification 
MIL-F-5572, unless otherwise noted.) 

District 

New York, N. Y. 


Grade 91/96 
18.1(2) 
18.2 
r 18.1 

» VO. cocvccece ° 18.1 
Charleston, 8. C. .sesecsvecccvvsescss ° 18 
New Orleans, La, (Baton Rouge) ...... ° 17 
Houston, Texas .. eocvee . 17 


eeee 


10.75-11.15 
11.3-12.15 
10.3-11.15 
8.1(4) 
7.36(4) 


yf 0 GRaeeegreneeee 
, 2 Fuel ...... 


11.95(3) 
11.2-11.45(3) 
8.85(2) 
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CLASSIFIED 


DISPLAYED: Advertisements set in special type or with border— “Positions Wanted”—15 cents a word. Minimum charge $3 per insertion. 
$13.50 per column inch. Box number counts 2 words. Copy must reach us by Wednesday 
UNDISPLAYED: “For Sale, ‘Wanted to Buy”, “Help Wanted", preceding date of issue. 
uni aneous classifica- All classified advertisements are payable in advance. 


usiness ‘ 
tions set in type this size without border—30 cents a word. Minimum 
charge $7.50 per insertion. wapget dae: % 


No agency commission or cash discounts on classified advertisements. 





For Sale 


FOR SALE: One 2000 gal. trailer three com- 
partment Heil tank mounted on a Fruehauf 
trailer, Neptune Red Seal Compact Meter, 
fully skirted with bucket boxes on sides. 
Price $1200.00. Call or write Lynn W. High- 
», Erie St., Honesdale 
Lancaster, Penn. 

FOR SALE: 700 GALLON, 3 OCOMPART- 


SALE. 6300 gallon, 


Wanted to Buy 


FOR SALE: NEW DEMONSTRATOR FOR 
3-compartment tandem. 
No tires. Net $4,700.00. New insulated tank. 
4000 gallon tandem, with burner. New insulat- 
ed tank. 5000 gallon tandem with coils. Prices 
, Pa on request. Trailer 


WANTED: USED 800 to 1000 gallon truck 
tank or used truck and tanks red ©. 
Schneider, P.O. Box 168, Kingsville, Ohle. 
Or Phone: Conneaut, Ohio 51565. 

of Lancaster, 





MENT Columbia tank mounted on 1950 L-160 
Int., complete with pump, meter, hose and 
hose reel, all in good condition. Price 
$2,000.00. King & Keeney, Inc., 5515 West 
Smithfield St., Boston, McKeesport, Pa, 


FOR SALE: 3800 GALLON DAVIS TRAILER. 
5S-compartment, 2-inch meter with ’'46-Intl. 
K-11 tractor, good condition, $3,600.00. 2100 
gallon "41 GMC COE tandem axle, new engine, 
new rubber pump, excellent condition $2,500.00. Pa. 
Grams Oli Company, Inc., Minnesota. 





FOR SALE 
3 NEW 20,000 GALLON CAPACITY 
Horiz. 10°6" x 31’'%,” Steel storage 
tanks. $1,645.00 each at Newark, New 
Jersey and Springfield, Mo. 6—8000 
galion R.R, car tanks $690.00 each 
New Jersey. Lestan Corp., Rosemont, 


Wanted To Buy or Lease 


WANTED TO LEASE OR BUY FILLANG 
stations in the South. Prefer large traffic 
with big frontage. Centra) locations with less 
traffic in towns of 5,000 to 15,000 will be con- 
sidered. Write all particulars to Box 808 


Business Opportunity 








WE TRADE 


























$00, gal. SSW. | ., or, Trailmobile 
} Fe aso0 ‘gal. Trains,’ SSW, Butler, Freubcwt, incl 














can arrange delivery, see us for your 


621 West 58 St. 





WE FINANCE 


Write, wire, call, Hiland 1385, Every unit worth the money. We 


BRUCE E. HACKETT COMPANY 


Kansas City, Mo. 


EXPERIENCED OIL MAN interested in pur- 
chasing all or controlling interest major oil 
company gasoline and fuel oil distributorship 
New England or Middle Atlantic. Principals 
only. Bex 813. 


For Sale 





STEEL STORAGE TANKS 
Railroad Tank Car Tanks 
6,500 to 12,000-Gal. Cap. 
Coiled and Non-Coiled 
Cleaned—Painted—Tested 
Heavier—Safer—Cheaper 
Other Tanks Too 
Also—Complete Tank Cars 
8,000 and 10,000 Gal. Cap. 


Yeur Inquiries Solicited 
Marshall Railway Equipment Corp. 


50 Church St.. New York 7, W. 
Phone: COrtiandt 7-8090 

















WESTERN PENNA. 
(Continued from p. 52) 


existent. Most refiners reported domestic buying was 
on “hand to mouth” basis. Canned motor oils, however, 
continued to move in good volume against contracts. 

Distillate fuels were “dead,” according to most re- 
ports. 

Large volume gasoline shipments continued and re- 
finer-buyers expressed relief when threatened strike at 
Pennzoil’s Oil City plant was averted. 

Wax continued tight. 


Oil Price Index Increases 


Increase of 5.2% in natural gasoline brought Bureau of 
Labor Statistics’ over-all oil price index up 0.1% to 116.5 
for week ended Aug. 11. Complete index, based on Platt’s 
Oilgram quotations, is shown below for weeks ended 
on dates indicated (1947-49 equals 100) : 

% Change 
Aug. 4 to 
Aug. 11 Aug. 4 Aug. 12 Aug. ll 
1953 1953 1952 1953 
Crude and products ; . 116.4 108.3 +0.1 
Crude : 121.2(*) 109.0 ‘hares 
Refined petroleu Fine y 115.6 108.3 
Gasoline ......-..55655 < 125.2 115.0 
TOGEED: 0.00 cccccescses . 112.4 112. 
Distillate fuels ........ Y 118.1 111. 
Residua] fuels a 91.6 . 
Lubricating oils ....... . 85.1 
Natural gasoline ...... \ 79.5 


(*)BLS revision. 
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Horsehead, Arkansas, Crude Posted 


Arkansas Fuel Oil Corp. announces initial posting of 
prices it will pay for crude oil in Horsehead, Ark., Field, 
effective Aug. 10. Schedule ranges from $2.48 bbl. for be- 
low 20 gravity oil, with 2c per bbl. differential per degree 
of gravity, up to $2.90 for 40 gravity and above. 


LP-Gas Trading Continues Quiet 


Spot trading continues quiet in liquefied petroleum gas 
markets, with buyers only occasionally showing interest 
in making commitments over and above their contract 
takings, according to Aug. 12 reports of producers and 
traders. 


While Group 3 contract prices are unchanged at 3.5c for 
propane, and 3.75c for butane-propane mix and butane, re- 
ports say material is available at “substantially lower 
prices” to spot buyers. Midwest distributors in some in- 
stances are “taking in” spot lots where saving can be ef- 
fected as compared with contract prices and providing 
their storage permits them to maintain 1 to 1.5 summer/ 
winter ratio in takings from contract suppliers, trade 
sources said. 

In the East, even the usual summer demand for oc- 
casional spot lots of propane reportedly is absent this 
year, with distributors in resort areas apparently well 
supplied under contracts. 
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Wide-Angle Island Light 


(Service Stations) 


A horizontal fluorescent 
provides wide-range, 
pump island lighting. It is designed 
to furnish greater illumination on 
both sides of the island through a 
light source 15 degrees from hori- 
zontal. Fixture is equipped with in- 
stant start ballasts and six instant 
start lamps. Over-all dimensions are 
49% in. long, 24 in. wide and 6 in. 
high. Fixture has built-in leveling 
device, and five %-in. knockouts in 
top for easy spot or flood lampholder 
mounting. Latching arrangement 
permits opening of glass frames for 
cleaning or relamping. Unit can be 
mounted on poles, standards or 
bracket arms, or suspended under 
canopies. Guardian Light Co. 

Circle No. 1 on Reply Coupon 


fixture 
high-intensity 


Air Spring Suspension 
(Trucks) 


A rubber-mounted tandem suspen- 
sion for trucks incorporates the Gen- 
eral air spring. The unit is said to 
permit use of light-weight semi- 
trailer tanks on trucks because there 
is less road shock. The suspension 
is designed to stop axle hopping and 
changing of air spring position. Rub- 
ber-mounted torque yokes absorb all 
brake reaction, which allows smooth, 
positive stops. -Other advantages of 
the new unit are listed as: no rattle, 
no greasing, little or no maintenance. 
The Tructor Corp, 


Circle No. 2 on Reply Coupon 





More Data Available 


More information can be ob- 
tained on the equipment and 
literature described in this sec- 
tion by noting the number ap- 
pearing at the end of each ar- 
ticle and then circling the cor- 
responding number on the cou- 
pon appearing on p. 62. 

NPN will do the rest by con- 
tacting the proper manufac- 
turer and seeing that requests 
for more data are answered. 











Ice Remover 


(Service Stations, Bulk Plants) 


An ice removing chemical melts 
ice and snow faster than salt, and 
ends ice chipping. Product contains 
a rust inhibitor which affords pro- 
tection to cars, machinery, and 
drains. The ice melter is produced 
in the form of coarse granules and 
is sprinkled lightly over icy surfaces. 
It also is recommended for furnishing 
quick traction under spinning car 
and truck wheels. The Monroe Co., 
Inc. 


Circle No. 3 on Reply Coupon 


Fuel Oil Sales Sign 


(Fuel Oil Distributors) 


A specially designed electric sign 
features a “Times Square” moving 
message to promote fuel oil. De- 
veloped by the Oil-Heat Institute, 
the unit is part of OHI’s “Treasury 
of Advertising.” It is for use in 
show windows, on counters, at trade 
exhibits, and in other display areas. 
Several selected messages are avail- 
able, or a special message can be or- 
dered. Sign is 26” x 8” x 41%”, 
fluorescent tube supplies light, and 
unit operates on 110 volts a.c. Oil- 
Heat Institute of America, Inc. 


Circle No. 4 on Reply Coupon 


Soap Dispenser 
(Service Stations) 

A new, non-clogging soap dispenser 
is designed for use in service station 
restrooms. The unit accurately deliv- 
ers powdered soap with & minimum 
of waste. The dispenser is made of 
steel and is chrome plated. It has 
a hinged lid with no locks to break 
or keys to lose. Unit loads through 
large perforations, yet prevents pil- 
ferage of soap. A spiral spring agi- 
tator prevents packing of the soap, 
and the dispensing mechanism is 
protected from water by splashing or 
condensation. It mounts on any type 
of surface. The DeWitt Co. 

Circle No. 5 on Reply Coupon 


Samples Tank Bottom 


(Bulk Plants, Terminals) 


A new gauge which is fastened 
permanently to the end of the stand- 
ard, liquid storage tank measuring 
stick permits an operator to obtain 
an exact sample of the bottom con- 
tent of the tank. Unit shows an ac- 
curate cross-section measurement of 
water, sludge, and other foreign mat- 
ter which may be drawn through the 
suction line. Trip valve closes upon 
contact with bottom of tank per- 
mitting content sample to be raised 
and examined. Component parts are 
not affected by an oil product. Visa- 
Test Sales Co. 

Circle No. 6 on Reply Coupon 
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Air Tank Ejector 


(Stations, Trucks) 


An automatic ejector for air com- 
pressor tanks is designed for use at 
service stations, on trucks and other 
vehicles with air brakes. Unit ejects 
oil, water, carbon and sludge from 
all air tanks. It operates on pres- 
sure taken from the governor or un- 
loader line. Reservoir pressure holds 
a spindle against a seat while con- 
densate, emulsified oil, carbon, alkali 
seale, etc. is driven into the cavity 
by tank pressure. The unloader pres- 
sure acting against a piston forces 
the spindle forward, opening the seat 
and closing another seat against 
tank pressure, At the point when 
both seats are open, tank pressure 
scours out the cavity, driving waste 
out through the discharge. George 
Manufacturing Co. 


Circle No. 7 on Reply Coupon 


Hydraulic Engine Starter 


(General) 

A starter for heavy duty Diesel 
or gasoline engines is operated by a 
hydraulic system. Unit eliminates the 
use of storage batteries and electric 
or pneumatic starters. Tests show the 
starter will operate at minus 65 deg. 
F. to plus 150 deg. F., and it is said 
to weigh less than electric or air 
units. Being non-electric the hydrau- 
lic system is safe to use in hazardous 
vapor areas. Adjustable cranking 
speed is possible as the starter oper- 
ates over a rang of speeds and slow 
enough to adjust timing. In opera- 
tion the hydraulic system is primed 
with a few strokes of a hand pump. 
However, a small engine driven pump 
and unloading valve are available to 
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automatically recharge the hydrau- 
lic accumulator during engine oper- 
ation. This is used where frequent 
starts are necessary. Hydramotive, 
Inc. 


Circle No. 8 on Reply Coupon 


Stops Clutch Slippage 


(Trucks) 

A clutch compound is designed to 
prevent clutch slippage. The prod- 
uct is brushed on clean, roughened 
surfaces of clutch facings and the 
minute powderlike particles penetrate 
deeply into the metal and friction 
surfaces. This creates two soft-metal 
contact areas over the two facing 
plates, which last the life of the 
clutch and double its efficiency. Oil 
and water have no effect on the coat- 
ing. Cop-Sil-Loy Inc. 

Circle No. 9 on Reply Coupon 


Electric Hole Digger 


(General) 

A hole digger and tunneler is de- 
signed to dig holes, at any angle, 
four to eight inches in diameter up 
to three feet deep in one minute. With 
shaft extension, it will dig up to 
six feet deep or tunnel 12 ft. Unit 
is powered with a 115-volt drill. 
Eugene John Freeman & Co. 


Circle No. 10 on Reply Coupon 


LP-Gas Tank Gauge 


(LP-Gas Distributors) 


A new series of magnetic gauges 
is designed for indicating liquid level 
in LP-gas storage tanks, Features 
include stainless steel head plates, 
interchangeable snap-on dial cham- 
bers, adjustable, tubular steel sup- 
port members, strengthened float 
rods, extruded aluminum gear yokes, 
shrouded gears, and corrosion-proof 
steel floats, Rochester Manufactur- 
ing Co. 

Circle No. 11 on Reply Coupon 


Tank Life Tablets 


(Fuel Oil Distributors) 

A product for rust-proofing home 
fuel oil tank bottoms is available in 
tablet form. It is effective in tanks 
using any grade of fuel oil. Lab tests 
show that water condensate that 
causes rust is treated when only 1/10 
of 1% of the tablets are present in 
the water. The product is not soluble 
in oil, therefore one treatment may 
last several years, according to the 
company. When purchased in pack- 
ages, the tablets are backed up by 
a direct mai] campaign, in which the 
fuel oi] distributor receives letters, 
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Mail it to the 


Street, Cleveland 
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circulars, reply cards, and reminder 
advertising at no extra cost. Samples 
and details are available on request. 
Stewart-Hall Chemical Corp. 


Circle No. 12 on Reply Coupon 


Aisle Markers 


(Warehouses) 


Self-adhesive aisle markers are 
available in yellow, fire red, safety 
green and neutral white. Said to be 
less costly than paint, molded mark- 
ers or tape, the new product sticks 
fast to any clean, dry floor without 
moistening. The markers are only 
.005 in. thick and lie flush with the 
floor. They are not affected by oil 
and grease. W. H. Brady Co. 

Circle No. 18 on Reply Coupon 


High Free Lift Mast 


(Warehouses) 

New high, free-lift masts have been 
developed by Towmotor to fit sev- 
eral of its lift trucks. Objective of 
the masts is to give extra high free 
lift at lowest over-all truck height. 
The streamlined construction affords 
maximum visibility. Towmotor Corp. 

Circle No. 14 on Reply Coupon 





Central Pumping System 
(Service Stations) 


A new central serving system for 
dispensing gasoline at service sta- 
tions uses dual pumps of 25, 35 and 
45 gpm and is equipped with 1/3, 
1/2 and 3/4 hp motors. Features 
claimed for the twin design include 
low-horsepower operation with one 
pump-motor serving up to three ped- 
estals before the second pump-motor 
cuts in to serve as many as eight. 
Dual components guard against to- 
tal shutdown should one fail. Opera- 
tion is controlled by an electric unit 
which permits selective operation of 
either pump-motor unit to equalize 
load and usage. Motors, pumps, air 
eliminators and all electrical connec- 
tions are above ground. Bowser, Inc. 

Circle No. 15 on Reply Coupon 


Reflectorized Letters 
(Trucks) 

All the letters of the alphabet and 
numerals are available made.with a 
reflectorized surface for mounting on 
motor vehicles. The letters stick at 
a touch to any clean surface and, 
once on, they look and feel like baked 
enamel. They will not wash off, peel 
or crack. Letters and numerals are 
3 in. high in red or silver. At night 
the silver is 130 times brighter, and 
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the red 50 times brighter than 4 
white painted surface when lighted 
by the headlights of another vehicle. 
Letters and numerals are individual- 
ly packaged in glassine envelopes. 
Stello Products Co. 

Circle No. 16 on Reply Coupon 


Dries Electric Equipment 


(Stations, Trucks, General) 


A water-displacing chemical pene- 
trates pores and crevices to drive out 
moisture. It forms a dry, hard water- 
repellent and rust-preventive film. 
Flooded automotive or marine equip- 
ment, such as spark plugs, distribu- 
tors, generators, and battery connec- 
tions is thoroughly dried out and 
ready for operation in a few minutes. 
Flooded electrical equipment, such as 
motors, control panels, solenoid coils, 
choke coils, generators, household 
appliances, radios, communications 
systems, and electronic equipment, 
is back in operation in 15 to 20 min- 
utes after an application of the prod- 
uct. It also stops rusting of tools and 
other equipment. Spradri Co. 


Circle No. 17 on Reply Coupon 
& 


Dual-Steering Front Axle 


(Trucks) 


A dual-steering tandem front axle 
is designed to permit greater pay- 
loads on trucks since there are two 
axles at the front of the truck in- 
stead of one. Safety features are: 
Load on front axles is supported by 
four tires instead of two; both front 
axles carry equal distribution of 
load; better truck control without 
skidding of tires because four wheels 
steer without cramping or binding; 
and greater truck stability. Chain 
Belt Co. of Milwaukee. 


Circle No. 18 on Reply Coupon 
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ILLINOIS 

THERES A 4 
Gasboy PUMP 

FOR EVERY SIZE CONSUMER ACCOUNT 


HOWARD E. GIBSON 


566 West Randolph St. 


Chicago 6, III. 











INDIANA 








Everything in Bulk Plant 
and 
Service Station Equipment 
INDIANA OIL EQUIPMENT CO. 


417 Madison Ave., 
Indianapolis 4, Indiana 

















OFFERING THE OIL INDUSTRY THE 
FINEST IN OIL EQUIPMENT 


@ BULK PLANTS 

@ SERVICE STATIONS 

@ TRUCK TANKS 

@ ENGINEERING & SERVICE 


COFFIELD SUPPLY CO. 


1626 So. Moin St. South Bend 24, Ind. 








MICHIGAN 





R. V. SEAMAN CO. 


Michigan’s largest wholesaler of 
truck tank, service station and 
bulk plant equipment. 


SAGINAW—DETROIT— 
GRAND RAPIDS 








NEW JERSEY 





EQUIPMENT 
for the 
OIL INDUSTRY 


Rebuilt 
PUMPS — METERS — REGISTERS 
: 


PARTS FOR MOST PUMPS 
Ey 


TEN HOEVE BROTHERS 
359 McLeen Bivd., Paterson 3, N. J. 
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Drum Rack 
(Warehouses) 


A new all-steel rack is designed to 
handle heavy drums. In operation 
the rack is placed alongside the 
drum, the two drum hooks are placed 
over the top chime and the drum tilt- 
ed into position. A telescoping steei 
handle gives added leverage and sta- 
bility in handling. Four all-steel 
rollers are available as optional 
equipment and facilitate moving of 
drums from place to place. Rack 
can be assembled or taken down eas- 
ily for storage in a special heavy car- 
ton. Baker-Roos, Inc. 

Circle No. 19 on Reply Coupon 


Timing Light 
(Fleet Maintenance) 


A new universal power timing 
light for motor vehicle maintenance 
operates automatically on either 6 or 
12-volt batteries. A specially de- 
signed relay will select the correct 
voltage when connected to either 
system, eliminating the danger of 
wrong hook-ups, or burned-out flash 
bulbs. The light flash of the new 
timer is more brilliant than ordinary 
timing lights, due to a built-in am- 
plifying circuit. This feature makes 
it unnecessary to paint, or otherwise 
emphasize, timing marks when set- 
ting ignition timing, In operation 
the unit has only three connections 
—one clip to the spark plug cable 
and two clips to be connected to the 
battery. Allen Electric and Equip- 
ment Co. 


Circle No. 20 on Reply Coupon 


NEW JERSEY 


SERVICE SPECIALTIES INC. 


>-15 T ERSEY TY 2. N.3 


NEW YORK 








RENICK & MAHONEY, INC. 
380 Second Avenue 
New York 10, N. Y. 
Bulk Plant—Truck Tank 
and 
Service Station Equipment 





PENNSYLVANIA 





PENNINGTON EQUIP. SALES CO. INC. 
442 Tinsmon Ave. Williemsport 39, Po. 
Wayne Pump Company Products 
Marlow Centrifugal & Blockmer Rotary 
Pumps — Truck Tanks — Hose — Reels 
Storage Tanks — Pittsburgh Equitable 
Meters — Gasoline & Oi! Equipment 











RUTLEDGE EQUIPMENT CO. 
334 Blvd. of Allies Pittsburgh 22, Pa. 
Rutledge Service Station Flood Lights 
G&B Equipment—Buckeye Valves & 
Fittings 
Granco Pumps & Meters—Air 
Compressors 











West Penn Oil Equipment Co. 


512 Sandusky St. Cedor 1-8822 


Pittsburgh 12, Po 
Bulk & Service Station Equip. 
Erie Computing Pumps 
Pittsburgh Equitable Meters 
Roper & Marlow Pumps 











E. 0. HABHEGGER CO. 


Fairmount Ave., ot 24th St 
PHILADELPHIA, 30 


HABHEGGER 


For The Petroleum Industry 
BULK PLANTS 
TRUCKS—SERVICE STATIONS 
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Compact Heating Unit 


(General) 

A new heating unit, no bigger than 
an orange crate, produces 60,000 Btu 
an hour. Heater weighs 114 Ib. includ- 
ing fuel for five hours service at 
high speed. It is self-contained and 
has a centrifugal, pressure-type dual 
blower which separates the ventilat- 
ing air from combustion air while us- 
ing only one motor. It can be oper- 
ated from 110 volts AC or 24 volts 
DC, and contains its own power rec- 
tifier. The heater burns fuel oil or 
gasoline in any weather—including 
temperatures as low as minus 70 deg. 
Perfection Stove Co. 

Circle No. 21 on Reply Coupon 


Non-Glare Film, Sheet 


(General) 

A new non-glare film is designed 
for spraying onto the exteriors of 
windows, sashes and even building 
materials. It is said to afford pro- 
tection against the sun’s heat, glare 


TEXAS 





UNITED PUMP SERVICE & SUPPLY CO. 


1701 S. LAMAR 


SALES & SERVICE 
BUCKEYE VALVES: COX WELLS: 
EVER-TITE: GOODRICH HOSE: 
GRANCO PUMPS: JOYCE LIFTS: 
OILCO LOADING ARMS: SMITH 
METERS: TOKHEIM PUMPS: 
WESTINGHOUSE AIR COM- 
PRESSORS. 


DALLAS, TEXAS 











WEST VIRGINIA 





SMITH METERS 
H. H. TRUITT 


1403 8th Ave. 
Huntington 1, W. Vo. 


Westinghouse Air Compressors 
Service Station or Bulk Plant Equip. 











and ultra-violet rays. A non-glare 
plastic sheet also is designed to do 
the same job as the film. Both filter 
out up to 95% of the ultra-violet 
rays and eliminate about 80% of the 
infrared transmission. The new prod- 
ucts are translucent and are avail- 
able in blue-green, light gray and 
frosty white. They provide diffused 
working light over a wide area for 
cooler, more satisfactory working 
conditions, Shades and _ venetian 
blinds have proven unnecessary when 
either of the two products is in use. 
The sheet plastic is available in dif- 
ferent gauges, depending on the size 
of the window area. It is shatter- 


proof and is designed to replace glass 
window panes. 
Service, Inc. 


Circle No. 22 on Reply Coupon 


Eastern Industrial 


Checks Motor Speed 
(General) 

A portable instrument checks the 
revolutions per minute of motors, ma- 
chinery and revolving shafts. In op- 
eration the rubber tip is pressed 
against the revolving shaft and the 
rpm read directly off the dial, In- 
strument will check from 40 rpm to 
50,000 rpm. Montgomery and Co., Inc. 

Circle No. 23 on Reply Coupon 


Portable Lube Unit 


(General) 

A battery-powered, portable lubri- 
cation unit makes “service station” 
type grease jobs available on farms 
and other field locations. Unit is an 
electrically driven hydraulic ram 
pump which is operated by an auto 
or tractor battery. The grease unit 
fits on top of any standard size 25 
Ib., 35 Ib., or 40 Ib. grease container. 





A 10 ft. cable attaches to the bat- 
tery and a 25 ft. flexible greasing 
hose with a swivel coupler services 
all types of fittings. Pressure can be 
varied up to 12,000 Ib. per sq. in. A 
pressure regulator can be set to pro- 
tect sealed bearings from rupture. 
G & T Industries. 
Circle No. 24 on Reply Coupon 


Six-Volt Electric Motors 


(Fleet Maintenance) 


Five universal, six-volt electric mo- 
tors are designed for use in automo- 
bile replacement service for more 
than 90 different original equipment 
motors. Regardless of car make, the 
five motors will service almost the 
whole range of nearly 300 different 
original-equipment applications, Be- 
sides use for windshield wipers and 
fans, these replacement units can be 
used for jobs such as adjusting seats, 
raising windows, air conditioners, gas- 
oline pumps, etc. Motors are weather- 
proofed and are reversible in rota- 
tion. United Motors Service Division, 
General Motors Corp. 


Circle No. 25 on Reply Coupon 





ACCURATE LABORATORY 
TESTS 
GASOLINE OIL 
Standard Methods Employed 
Octane Ratings by A.S.T.M. CFR Unit 


ae ote 
RESEARCH 
DEVELOPMENT 
QUALITY CONTROL 


ee eee 


554 BAGLEY 
PHONE WO 1-4870 
DETROIT 26, MICH. 


THE DETROIT TESTING 
LABORATORY, INC. 











BARRETT automatic 
Filling and Crimping Equipment 
for handling greases and other 

viscous fluids. 

@ No operator required. 

@ 100% air operated. 

Fills, seals, stamps and counts lug 
cover pails. Output of 15 pails per 
minute. Write for details on installo- 
tion to meet your requirements. 


BAB RE a 


Wanufacturing Co. 
4330 
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Portable Vacuum Cleaner 


(Service Stations) 

A redesigned, five-gallon tank- 
type vacuum cleaner has an elec- 
tronic motor shutoff to prevent mo- 
tor flooding when water collection 
tank is full. Also new are stabilized 
motor brushes which increase motor 
brush life. No water can enter the 
vacuum blower and motor with the 
automatic shutoff device. Multi- 
Clean Products, Inc. 


Circle No. 26 on Reply Coupon 


Horse for Cars 


(Service Stations) 

A pin-lock horse is suitable for 
service station use. It is rated at 
two-ton capacity and is tested to 
withstand a minimum 50% overload. 
It has an 8-in. square base, a low 
height of 12-in. and a raised height 
of 20-in. Auto Specialties Mfg. Co. 

Circle No. 27 on Reply Coupon 
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Padlock With Identification 


(General) 

A new line of padlocks has a metal 
insert % in. x % in, which can be 
used to carry identifying informa- 
tion. The insert is press-fit and is 
permanently cemented into a _ re- 


cessed area on one side of the lock. 
It can be imprinted in color with 
whatever information, or insignia de- 
sired. Eagle Lock Co. 


Circle No. 28 on Reply Coupon 


Car Shelter Tent 


(Service Stations) 


A new tent frame structure is de- 
signed as a car shelter where TBA 
can be installed at stations. It is 
built of stee] channel and fittings and 
can be erected quickly and easily by 
bolting the framing members to- 
gether. A hacksaw and wrench are 
the only tools needed. It also can be 
dismantled rapidly. Covering can 
either be canvas or, for more perma- 
nent installation, alum'num, asbestos 
sheeting or other roofing materials. 
Unistrut Products Co. 


Circle No. 29 on Reply Coupon 


Four New Lift Trucks 


(Warehouses) 

Four new lift truck models have 
been added to manufacturer’s line 
to provide lift truck users with a 
wider choice of types of equipment. 
Standard on the new fork trucks is a 
free lift feature, dual lever controls, 
and a Waukesha industrial engine. 
The free lift permits maximum fork 
lift height without imcreasing the 
collapsed height. Transitier Truck 
Co. 


Circle No. 30 on Reply Coupon 


Twin Conservation Vent 


(Bulk Plants, Terminals) 

A new twin conservation vent is 
designed to reduce vapor losses in 
oil product storage tanks. It com- 
bines features of the conventional 
mechanical vent and the simple 
liquid seal. Unit is mechanical in 
operation, but in closing seals posi- 
tively with a liquid seal. When pres- 
sure in storage tanks is equal to at- 
mospheric pressure, the oil level in- 
s'de and outside of the pressure bell 
is equalized. The moment tank pres- 
sure begins to rise above atmos- 
pheric pressure, the oil level in- 
side of the pressure bell will gradual- 
ly be lowered and correspondingly 
the oil level outside of the pressure 
bell, also between the pressure bell 
and fixed sleeve will gradually rise 
so that the difference in oil level 
hydraulic column—at all times equal- 
izes the difference between tank pres- 
sure and atmospheric pressure. In 
vacuum operation, the flow of vapors 
through the vent is reversed as com- 
pared with the pressure operation, 
since the bottom of the vent’s vac- 
uum side is open to atmosphere. This 
means that pressure and vacuum re- 
lief are controlled solely by the 
weight of the bell. Conservation 
Equipment Corp. 

Circle No. 31 on Reply Coupon 


Immersion Heater 


(General) 

A flanged, tubular-type, electric 
immersion heater supplements com- 
pany’s series of immersion units used 
for heating water, oil or paraffin. 
Steel-sheathed elements are used for 
oil heaters while copper is used for 
water. Capacities range from four 
to 12 kilowatts. Edwin L. Wiegand 
Co. 

Circle No. 32 on Reply Coupon 


65 





~V/EW LOADING RACK 


AT PONCA CITY, 





EQUIPPED WITH 


10 ROCKWELL 


To put an end to losses occasioned by in- 
accurately calibrated truck tanks, Cities Serv- 
ice Oil Company at its new Ponca City load- 
ing station has installed 10 Model 5-BLX 
Rockwell Rotocycle meters. 

At this rack several grades of product can 
be handled at the same time through indi- 
vidual Rotocycle meters. Ticket printing 
registers confirm deliveries. Accounting is 
simplified. Auditing is positive. 


OKLAHOMA 


A studied pattern of staggered meter spac- 
ing has been employed to permit truck trans- 
ports to be quickly spotted, loaded and dis- 
patched. And the free “flo-ward” operating 
principle in Rotocycle meters means faster 
fills, more fills per hour or per day. 

More and more oil companies are turning 
to precisely accurate Rockwell Rotocycle 
meters, for all around money saving, money 
earning operating convenience. 


To get full facts on this improved meter design write for bulletins. 


Overall view of the new 
Cities Service rack showing 
the variety of products 
that can be handled 
through Rotocycle meters 
and quick operating 
Nordstrom valves. 


ROCKWELL MANUFACTURING COMPANY 


PITTSBURGH 8, PA. Atlanta Boston Chicago Houston Kansas City 
Los Angeles New York Pittsburgh San Francisco Seattle Tulsa 
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Rain-Proof Coveralls 


(Stations, General) 


A rain-proof coverall is made of 
smoke-colored vinyl plastic. Slash- 
through pockets give access to inner 
clothing, and a zip-front closure 
makes the rain gear easy to put on 
and remove. The garment is wind- 
proof, flameproof and resists mildew, 
peeling and fading. It stows com- 
pactly in a small plastic pouch. Sizes 
are available from 34 to 48. A 
matching hat fits all head sizes. Car- 
Blair Limited. 


Circle No. 33 on Reply Coupon 
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Floating Roof Drain 


(Bulk Plants, Terminals) 

The General American-Wiggins Hi- 
dek floating roof has a hose drain 
which can be replaced without clean- 
ing the tank. When it is necessary 
to change a hose, it can be done by 
lowering the oil in the tank to about 
one foot. The flanged jo'nt, where 
the two sections of hose are joined, 
is drawn up to the deck by the sup- 
plementary control chain, through 
the chain manway provided for this 
purpose. The two sections of hose 
are then disconnected and a length of 
rope is tied from the deck through 
the chain manway to the end of 
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each section. Then by unbolting the 
flange connection at the deck and 
shell, each section of hose can be 
withdrawn. Secure the deck and 
shell connections, flange the end sec- 
tions of the hose together, attach the 
control chain, and disconnect the 
two ropes. The floating roof is then 
ready for service again. General 
American Transportation Corp. 
Circle No. 34 on Reply Coupon 


Powerized Floor Jack 


(Truck Maintenance) 

A powerized, heavy-duty floor jack 
for moving trucks can be used for 
numerous operations in and around 
truck storage and maintenance shops. 
It can move a truck weighing up to 
25,000 Ibs. Frame is heavy steel 
plate, welded and assembled to form 
the chassis. The chassis length is 
tailored to particular vehicles. Ve- 
hicles can be moved in and out of 
very close quarters. The jack is 
powered by an 18-volt battery, and 
has two speeds for both reverse and 
forward movement. Moto-Truc Co. 

Circle No. 35 on Reply Coupon 


Foam Eductors 


(Bulk Plants, Terminals) 


New foam eductors are used to in- 
troduce foam liquid into fire hose 
lines and to provide the proper mix- 
ture of foam and water for the op- 
eration of the corresponding type of 
nozzle made by the manufacturer. 
Both 1%%-in. and 2%-in. sizes are 
available. The eductors can be 
placed most anywhere in a run of 
hose. In operation, one end of the 
unit couples into the hose line while 
the other end goes to the foam con- 
tainer. Rockwood Sprinkler Co. 


Circle No. 36 on Reply Coupon 


Brake Shoe Bonding 


(Stations, Fleet Maintenance ) 

A line of brake shoe bonding 
equipment features a power-driven 
winch clamp which is said to auto- 
matically clamp shoes to the same 
pressure every time. One clamp han- 
dies all shoe sizes from 1% in 
through 2% in. widths. Ovens are 
available in 1,500 shoe-per-day and 
200 shoe models, Bondomatic Corp. 


Circle No. 87 on Reply Coupon 


Trailer Hitch 


(Trucks) 

A medium duty hitch is of the solid 
pintle type to accommodate a 2-ir. 
drawbar eye. It has a breaking 
strength of more than 90,000 Ib. and 
weighs 27 lb. A companion model 
will accommodate a 2%-in. drawbar 
eye and has a breaking strength 
in excess of 150,000lb. Outstanding 
safety feature of the models is said 
to be a new locking mechan’sm 
which makes it impossible to have 
“false-locking.” The latch will raise 
to the open position automatically if 
locking is not completed. If the 
latch stays down, the hitch is secure- 
ly locked. The Premier Manufactur- 
ing Co. 


Circle No. 38 on Reply Coupon 
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Consumer Pump 


(General) 


A new line of consumer electric 
pumps provides easy access to parts, 
cutting installation and maintenance 
costs, Some of the features include: 
One-inch, bronze, nutating disc meter 
permanently leak proof; full-size, 
two-speed nozzle; slow-speed, belt- 
driven pumping unit for long life and 
low power consumption. Speed is 12 
gpm. By-pass, strainer and com- 
bined check valve and pressure relief 
valve are all easily reached from 
the front of the pump. Design is 
said to provide improved appear- 
ance. Wm. M. Wilson’s Sons, Inc. 

Circle No. 39 on Reply Coupon 








Butane-Propane Hose 


(LP-Gas Distributors) 

A new type of hose ‘s de-igned for 
the handling of LP-gases. It is con- 
structed by combining layers of hori- 
zontally braided steel wire and rayon 
cord reinforcement. It features a 
non-porous and o.l-resistant rubber 
tube. Each size has a minimum 
burst of 1,750 psi with actual burst 
pressures exceeding 2,300 psi. Each 
length has two separate static wires, 
interlaced with the _ reinforcing 
braids, to insure full static conduc- 
tivity. It is made in sizes from % 
in. to 2 in. Quaker Rubber Corp. 

Circle No. 40 on Reply Coupon 


Moves Tank Cars 


(Bulk Plants, Terminals) 

A mobile machine is available for 
moving tank cars and other railroad 
cars about on sidings and at load- 
ing racks. The unit has a pulling 
power of 8,400 lbs., sufficient to move 
two cars at one time. Whiting Corp. 

Circle No. 41 on iceply Coupon 





LITERATURE 


Gasoline Pumps 
(Service Stations) 

A 10-page booklet shows the full 
line of Bennett gasoline pumps and 
vives the “inside facts’ on construc- 
tion and engineering. Illustrations give 
details on the operation of important 
components. The booklet points out 
what to look for in any gasoline pump. 
John Wood Co., Bennett Pump Divi- 
sion. 


Circle No. 42 on Reply Coupon 


What Lube Tests Mean 
(Lubrication) 

The significance of various tests on 
lubricating oil and greases is de- 
scribed in a 16-page booklet. A large 
number of different tests are discussed 
together with pertinent facts on what 
the tests show. A few of the tests 
covered are: Viscosity, carbon resi- 
due, channel point, color, gravity, 
NLGI grease numbers, penetration 
number and pour point. Cato Oil and 
Grease Co. 


Circle No. 48 on Reply Coupon 


Materials Handling 


(Warehouses) 


A four-page brochure of materials 
handling equipment illustrates typical 
handling operations at bulk plants, 
refineries and equipment distributors. 
It points out that from 30 to 75% of 
handling costs can be saved in the oil 
industry by the use of modern ma- 
terials handling equipment. Hyster Co. 

Circle No. 44 on Reply Coupon 


Explosion-Proof Lights 


(Bulk Plants, Terminals) 

A new, four-page bulletin describes 
components, performance data and 
methods of installing or relamping a 
line of explosion-proof and weather 
resistant lighting fixtures. The units 
are designed for use at locations made 
hazardous by flammable oil product 
and solvent vapors. Crouse-Hinds Co. 

Circle No. 45 on Reply Coupon 


Plastic Pipe Facts 
(General) 

A new booklet gives the findings 
of a survey into the uses and appli- 
cations of all types of plastic pipe. 
Also discussed is data on the selec- 
tion, installation and use of plastic 
pipe. Waljohn Plastics, Inc. 

Circle No. 46 on Reply Coupon 


Color Paints for Machinery 
(General) 
A new line of paints named the 
“Restful Color Group” is designed for 
plant walls and machinery. A folder 


describes and gives samples of the 
new coatings as well as what primer 
to use on rusty surfaces before ap- 
plying the color coating. Pleasing har- 
mony is said to result from the use 
of the paint color combination avail- 
able. Rust-Oleum Corp. 


Circle No. 47 on Reply Coupon 


Sales Control Records 
(Offices) 

Detailed sales analysis and closer 
sales control are possible through a 
punched-card record rerv.ce. The rec- 
ords can be turned over to the service 
center and fast accurate reports pro- 
duced for delivery on the dates speci- 
fied. The only manual operation in the 
complete procedure is the original 
punching of the tabulating cards. 
These cards are used over and over 
again to produce many related rec- 
ords and reports. A folder describes 
the system. Remington Rand Inc. 

Circle No. 48 on Reply Coupon 


Hydraulic Jet Cleaners 
(Bulk Plants, Terminals) 

A line of hydraulic jet cleaners is 
described in a bulletin that tells about 
a number of uses, including tank 
cleaning. Sellers Injection Corp. 

Circle No. 49 on Reply Coupon 


Liquid Level Gauging 
(Bulk Plants, Terminals) 

A revised bulletin covers a com- 
plete line of electronic remote read- 
ing liquid level gauges for use on 
storage tanks. Featured is a new 
relay type of selective receiver with 
key-type selector switches rather 
than conventional dial selector. This 
provides faster tank selection with 
greater accuracy. Vapor Recovery 
Systems Co. 

Circle No. 50 on Reply Coupon 


Materials Handling Equipment 
(Warehouses ) 

A new catalog on lightweight ma- 
terials handling equipment covers a 
complete line of trucks which are 
made of aluminum. A-frames, tote 
boxes,’ work tables and stack racks 
also are included in the catalog. Fea- 
tures of the trucks include easier 
starting, easier operation, no painting, 
and non-sparking characteristics. To- 
bey Manufacturing Co. 

Circle No. 51 on Reply Coupon 


Plastic Pipe 
(General) 

A new folder gives specifications on 
plastic pipe from 1%” to 6” diameters. 
Included are estimated work’ng pres- 
sures, data on chemical resistance, 
weights, fittings available, and typ- 
ical applications. Anesite Co. 

Circle No. 52 on Reply Coupon 


NATIONAL PETROLEUM NEWS 





EQUIPMENT 





NEWS OF MANUFACTURERS 


Trailmobile Gives $50,000 to ATA 


Trailmobile Inc. is contributing 
$50,000 to the industry service pro- 
gram of American Trucking Assn. 
Foundation, Inc., for institutional 
advertising and promotion, which 
will be placed through Trailmobile’s 
advertising agency. The program is 
being carried out under the direction 
of Harry Eyler, vice president for 
sales, and Marchal] N. Terry, direc- 
tor of advertising. The ATA 
Foundation was formed to promote 
the interests of the trucking indus- 
try. 


* *” 2 


A cutaway model of a Trailmobile 
tank trailer has just completed a 
tour of many principal cities and is 
now on exhibit in the South Michi- 
gan Ave. show-room of Pullman Inc., 
of which Trailmobile Inc., is a sub- 
sidiary, at Chicago. Transparent 
windows in the shell of the 5,200- 
gal. tank-trailer reveal] details of ‘n- 
terior construction. 


General American Buys Property 


General American Transportat on 
Corp. has acquired the real estate 
property, including buildings, of the 
James B. Berry and Sons Co., Inc., 
at Carteret, N. J. The additional fa- 
cilities will enable General American 
tank storage terminal division to ex- 
pand the resources of its pre-ent 
Carteret terminal. 


Balcrank Has New Plant 


Balcrank, Inc., Oakley, Cincinnati, 
Ohio, has let the contract for a new 
60,000-eq. ft. manufacturing plant to 
be completed on or about Dec. 1, 
1953. It will be located adjacent to 
the company’s present plant. 


Tokheim Opens New Plant 


Tokheim Oil Tank and Pump Co.'s 
general products division has begun 
operations at its new plant in Shelby- 
ville, Ind. Initial production is on a 
line of air compresors, but plans call 
for expansion to include valves and 
fittings, hand fuel pumps and other 
items. New plant will be operated 
by a wholly owned subsidiary, Gen 
Pro, Inc., and heading it is Willard 
Fischer as superintendent and John 
Wright, office manager. 

Directors and officers of the new 
subsidary are: Louis Niezer, chair- 
man of the board; George Wright, 
president; Jim Huguenard, vice pres- 
ident; Harold Mammoser, treasurer; 
Dave Cunningham, secretary; and 
Art Richard, board member and 
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sales manager. Acsisting him in the 
latter job is Perry Williamson. 

Tokheim’s operations at its new 
Leiden, Holland, plant will soon be 
under way. Present plans call for 
the manufacture of gasoline pumps 
and diaphragm pumps. 


New Fruehauf Sales Office 


Fruehauf Trailer Co. has opened 
new and larger sales offices at Na- 
tional City, Calif., for the San Diego 
area. For truckers, the new location 
prov:des four bays of covered work- 
ing cpace in the fenced, paved yard. 


100th Anniversary 


The Baker-Raulang Co., one of the 
pioneers in materials handling equip- 
ment is celebrating its 100th birth- 
Cay this year. The company had its 
beginning in 1853 when a German 
immigrant, Jacob Rauch, opened his 
one-man wagon repair shop in Cleve- 
land, Ohio. In 1902, the Baker Mo- 
tor Vehicle Co. introduced a drive 
shaft car. Also in 1902, Walter C. 
Baker drove h's electric “Torpedo” 


to a 104-mile-per-hour speed record. 
A closed-body car was produced by 
Rauch & Lang in 1905. In 1915 the 
Baker company merged with Rauch 
& Lang Carriage Co. to form the 
Baker-Raulang Co. The new com- 
pany produced the Owen Magnetic, 
an expensive gasoline car with an 
electric transmission, World War I, 
however, placed the company into 
war production making industrial 
trucks and tractors. Since that time 
the company has specialized on pow- 
ered materials handling cquipment. 
The company, on its 100th birthday, 
announced its new Gas-O-Matic fork 
truck. A Hercules engine in the new 
truck is directly connected to a vari- 
able voltage generator, which is 
hooked to an electric drive motor 
Clutch, gearshift, resistors and con- 
trollers are all eliminated by this de- 
sign. 


New Can Warehouse 


Continental Can Co, is building a 
new warehouse at Vernon, Calif. 
With a capacity of 33 million cans, 
the warehouse will be served by the 
Union Pacific Railroad. Speedy truck 
loading facilities will enable the load- 
ing of a truck every 15 minutes. 





with FencPainteR 


Save 90% on labor costs, 50% on mate- 


tials, with this amazing new painting 
method. Used by America's largest indus- 
trial firms, institutions, parks, playgrounds, 
etc. Stranded roller applicator covers big 
areas quickly . . paints most any surface, 
minimizes waste, slashes costs. Special trial 
outfit, includes Industrial size FencPainteR, 
receptacle, 5 gal. Aluminum enamel, 1 gal. 
solvent (enough for 2000 sq. ft.) only 
$57.00. ($5.00 extra for gray, white or 
black. $10.00 extra for red or green). 
An easy ONE-DAY job! 


MAIL COUPON for 8 page illustrated 
brochure with full details covering 
FencPainteR products and their use. 


FencePainteR Corp. 
2314 W. Von Buren Street, 
Chicago 12, fil. 


Chicago 12, tl. 
(CD Please rush Free 8 page Brochure 
() Send Special Trial Offer, complete $ 
(Color desired 3 
Mew OG | 








all with 
sound shells 


Exceptional Bargains in Used Tanks 
at your Trailmobile Branch Office 


PETROLEUM TANKS 
SINGLE AXLE NO. AVAILABLE 





2000 to 3000 gals. 5 
3000 to 4000 gals. 8 
4000 to 5000 gals. 38 


TANDEM AXLE 





4000 to 5000 gals. 14 
5000 to 6000 gals. 26 
6000 to 7000 gals. 1 


ASPHALT TANKS ....4 


CASINGHEAD TANKS .. 4 


* Immediate Delivery 
2% Finance Terms Arranged 
* All Leading Makes 


TRAILMOBILE 
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GRIPPER ARMS handle four oil drums without pallet 


Shell's New Lift Truck Arms End Pallet Need 


A new type of gripper arms for 
lift trucks grasp loads from the sides 
so that no bottom support, such as 
customary wooden pallets, is needed. 

The development was guided by 
Shell Oil Co. who had the Elwell- 
Parker Electric Co. of Cleveland, 
Ohio, construct the attachment. Shell’s 
major use of the equipment is in the 
handling of drums and packages. The 
same set of arms can handle both 
types of loads, giving the device wide 
flexibility. 


Friction, uniformly distributed over 
a relatively large area, rather than 
localized pressure, provides the main 
force to lift a load without crushing. 
Special shaping of the arms plus cor- 
rugated facings where they come 
into contact with a load raise the 
effectivenes of the friction factor. 
Shell says loads do not slip forward 
and fall even when sharp stops are 
made. 

Up to nearly two tons can be han- 
dled by the largest attachment. It 
handles four 55-gal. drums or the 
equal in cases, quarter drums, kegs 
and pails. In its earlier phases, 
Shell’s development project also pro- 
duced an attachment for lifting two 
55-gal. drums or their equal in cases 
and quarter drums, and another for 
lifting one 55-gal. drum or its equal 
in cases. 

The development has progressed 
over several years, and the attach- 


ments are expected to be on the mar- 
ket for general use within several 
months. They will be produced by 
manufacturers licensed by Shell. 


Shell estimates elimination of 
wooden pallets will save between 
$250,000 and $750,000 a year for re- 
placement and upkeep alone. Pal- 
lets also take a heavy toll in waste 
freight and warehouse space, and in 
labor, Shell says. 


Opens New Warehouse 


Chain Belt Co. has opened a new 
Philadelphia warehouse to serve the 
New England and Middle-Atlantic 
states with power transmission and 
conveying equipment. The new build- 
ing also houses the company’s Phil- 
adelphia district sales office. Wil- 
liam Sivyer, district sales manager, 
will head the warehouse activities. 


Lift Truck Demonstration 


The Buda Co. held a show of its 
lift trucks at the Lift Service Co. in 
Chicago recently. A magician lent 
variety to the show and young ladies 
demonstrated how easily the lift 
trucks could be operated. The show 
lasted for about an hour and, among 
other things, demonstrated accessi- 
bility of the various units on the 
truck. Simplified version of the show 
will go on tour. 
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PERSONALS 


bees? Pitts burgh’s 
cs : Willard F. Rock- 
well, Jr. was se- 
lected as one of 
the city’s “100 
outstan d- 
ing young men” 
by a committee 
of civic leaders 
last month, Can- 
didates are 
picked on the 
basis of accom- 
plichment in their 
respective fields, 
civic contributions and future prom- 
ise. Mr. Rockwell, 39, is president 
of Rockwell Mfg. Co. 

Rockwell Manufacturing Co.’s me- 
ter and valve division has named 
Richard P. Murliless as sales engi- 
neer for Ar-zona with offices in 
Phoenix. 


Mr. Rockwell 


New director of sales for Wayne 
Pump Co. is Francis E. Laurent who 
has been with the company for more 
than 20 years. He joined the service 
division in New Orleans in 1933. 
Then he became ascistant manager 
of the Memphis office, manager of 
the South Central division, and then 
regional manager of the southeast- 
ern region, the pos tion he held prior 
to his newest position. His appoint- 
ment does not affect the present 
sales organization of Wayne in that 
all divisional sa'es managers will 
continue as before and M. R. Barnt- 
house will be the general sales man- 
ager. 

a * . 


New Midwest manager of the plate 
and welding division of General 
American Trancportation Corp. is 
Richard H. Lamberton. He will have 
headquarters in Chicago and will be 
in charge of Midwest sales of the 
company’s division, including Wig- 
gins conservation structures. 


New vice president and general 
manager of the Geo. D. Roper Corp., 
pump division, is F. R. Dickerson. 
He joined Roper in 1936, became 
sales manager in 1948 and general 
manager of the pump division in 
1951. 


Other changes at Roper include: 
C, R. Oehler becomes treasurer; L. 
R. Jensen, operations vice president; 
J. H. Makemson, vice president and 
general manager of the appliance di- 
vision; E. C. Sorby, vice pres‘dent of 
trade and public relations; H. D. 
Weigel, general manager of the ord- 
nance division; ©. A. Miller, con- 
troller; and W. F. Hinz, assistant 
secretary, also becomes assistant 
treasurer. 
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Chain Belt Co. has elected J. C. 
Merwin as chairman of the board. 
L. B. McKnight succeds Mr. Merwin 
as president and chief executive of- 
ficer of the company. 

7. . ” 

Two staff changes were made last 
month at the New York Belting and 
Packing Co. Carl G. Link was 
named rales manager of the Great 
Lakes region including Chicago, 
Pittsburgh and Detroit areas. Sales 
throughout the rect of the country 
are under the direction of Wenzel A. 
Lindfors. At the same time the com- 


pany named Wilbur E. Combs mer- 
chandise manager and Harry H. 
Raber sales operating manager. 

* > * 

James I. Donahue has been named 
sales manager, general line, in Con- 
tinental Can Co.’s eastern metal di- 
vision, and Leonard G. Cannella has 
been named sales manager of the 
company’s New York sales district. 
Mr. Donahue had served in Balti- 
more and New York prior to his 
latest job. Mr. Cannella formerly 
was Philadelphia district sales man- 
ager. 


MORE AND FASTER 


NOW | DELIVERIES AT 


LOWER COST... 


New and faster methods of material handling in loading and unloading 
trucks have offset the rising costs of delivering merchandise of every 
description. Now Anthony Lift Gates reduce costs still further by: 
lighter weight—to permit more payload per trip—more payloads per 
day; by using only ONE cylinder and ONE control lever for ALL 
operations—greatly simplifies and cuts manual time per delivery—74% 
fewer operating parts minimizes maintenance. 

10 important reasons why Anthony Lift Gates can cut your delivery 
costs up to 50% are explained in New Brochure just off the press. 


Send for your copy today. 


antHony LIFTQUGATES 


In sizes up to 4000 Ibs. for all trucks and semi-trailers. 


Per 


Patd. & Pats. Pend. 
U.S. and Foreign 


Anthony—the Power to lower delivery costs. 


ANTHONY COMPAN 


STREATOR, ILLINOIS 
DEPT. 10D 
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NEW LOOK is given an old station of Pate Oil Co., Milwaukee, Wis. 


The old 


building was modernized with architectural porcelain enamel in six weeks. Erie 
Enameling Co., who did this job, says much time can be saved when the porcelain 
enameler is able to engineer the porcelain enamel from revised drawings of the build- 
ing before actual construction begins. By this method the porcelain is fabricated and 
produced while structural changes are being made to the building 





John T. Davis has been named ad- 
vertising manager for Kent-Moore 
Organization, Inc., Detroit. 


+ - * 
s 


Enardo Manufacturing Co., Tulsa, 
has appointed Albert I. Tatkin West 
Coast sales agent for the company. 
He heads Western Industrial Sales 
at Long Beach, Calif. 


Eastern regional sales and service 
are now headed by Abner H. Bagens- 
tose for the Insul-Mastic Corp, of 
America. A member of the company 
sales staff for five years, Mr. Bag- 
enstose will manager the territory 
extending from North Carolina to 
Maine and westward to Ohio. 

John J. Miller is in charge of the 
Midwest territory from Ohio and 
Kentucky west to the Dakotas, Mr. 
Miller was formerly a sales engineer 
for Insul-Mastic. Both men _ will 
work out of the Pittsburgh home of- 
fice. 


74 


The American Society of Heating 
and Ventilating Engineers held their 
semi-annual meeting June 29 in Den- 
ver, Col. Clark M. Humphreys was 
appointed acting director of reseach. 
He has been with ASHVE since 1931, 
and for the past eight years has 
served as senior engineer. 


John BR, O’Connor is the new chief 
of Graver Tank & Mfg. Co.’s new 
Atlanta office. The Atlanta office 
will supervise Tennessee, North Car- 
olina, South Carolina, George, Ala- 
bama, Mississippi and Florida. 


* * > 


After six years as technical service 
representative in the Shreveport area, 
L. W. (Larry) Cunningham is serving 
the Beaumont field territory for Oak- 
ite Products, Inc., manufacturers of 
industrial cleaning materials. Mr. 
Cunningham’s new area comprises 
parts of Texas and Louisiana. 


E. Dwight Summers has been 
named sales manager for Twin Coach 
Co. in Alabama, Georgia, Florida, 


. North and South Carolina. His head- 


quarters will be at Birmingham. 
Formerly he was a sales representa- 
tive for International Harvester Co. 


Dick Cwik has been named Chicago 
district sales manager for the con- 
trols, safety head, venting equipment 
and oil field equipment of Black, 
Sivalls & Bryson, Inc., Kansas City. 
He has been with the company for 
five years as a salesman. 


Harry E. Sargent recently cele- 
brated his 25th anniversary with 
Worthington Corp. He is a sales 
engineer in the San Francisco dis- 
trict office. 


Frank J. Bonner is zone manager 
of Pacific industrial sales and head 
of West Coast transportation sales 
for Sherwin-Williams Co. Mr. Bon- 
ner has been with the company for 
21 years. His new headquarters are 
in Oakland. 


> * * 


Thermoid Co. is expanding its 
sales force and revising its sales ter- 
ritories with the following staff 
changes: 

George Chesney is district man- 
ager of the new Arizona-New Mexico 
area with headquarters in Phoenix. 

Frank A. Job manages another 
new area, western Arkansas, with 
headquarters in Fort Smith. 

Edward T. Lovesky has _ been 
named district manager of the upper 
New York territory with headquar- 
ters in Syracuse. 

John Shinnick takes over the New 
England district with offices in Bos- 
ton. 


J. Allen Cupp goes to Memphis as 
manager of the western Tennessee- 
Mississippi territory. 

A. J. (Al) Millard works out of 
Denver covering the Colorado, Wy- 
oming and eastern Montana area. 

Robert D. Hester replaces Loren 
Williams in Indianapolis as district 
manager of Indiana, Kentucky and 
western Ohio. 

Mr. Williams moves to Trenton as 
special sales representative in the 
hydraulic brake parts division. 

Newly appointed territorial repre- 
sentatives are: Leon J. Backer in 
eastern Pennsylvania; Alden Greg- 
ory in Michigan; C. A. McCoy in up- 
per New York State; John G. Davis 
in western Pennsylvania and West 
Virginia; John M. Schoaf in New 
England; J. H. Rinker in southern 
California; and ©. E. Nicholson in 
Colorado, Wyoming and eastern Mon- 
tana. 
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In a move to 
better serve the 
petroleum indus- 
try of the South- 
west, the Owens- 
Corning Fiber- 
glas Corp. has 
appointed Sam- 
uel E, Bosley pe- 
troleum industry 
specialist in 

: Tulsa. Mr. Bos- 

ley has served as 

Mr. Bosley Tulsa branch 

manager for the 

past five years. In his new capacity 

he will be available to designers and 

manufacturers of equipment used in 

the industry, as well as to contrac- 

tors and operators of production, 

pipe line, refinery and marketing fa- 

cilities in Texas, Louisiana and Ok- 
lahoma. 


Wesley J. Tuite 
has been moved 
from Chicago, 
where he was 
district manager, 
toMilwaukee 
main offices of 
the W. H. Brady 
%o. where he be- 
zomes general 
sales manager. 

: Moving in to 

: Chicago as dis- 

a trict representa- 

tive is Fred G. 

Kluhsman. Elsewhere the company 

has named Joseph I. Stone eastern 

district manager with headquarters 

in Newark, N. J. He was formerly 

district representative there. Paul J. 

Leonard is mideastern district repre- 

sentative with offices in Philadel- 
phia. 


od > * 


A California firm, the Johnston 
Pump Co., has named Kenneth G. 
Lundie, former vice president of its 
Pasadena company, to the presidency 
of its New Mexico and Fresno com- 
panies. Mr. Lundie has been active 
for over 35 years in pump merchan- 
dising, sales promotion and manage- 
ment, and distribution. 


* * * 


Russell H. Coe is sales representa- 
tive in the Northeast for Kerotest 
Mfg. Co. He handles sales of valves 
and fittings to petroleum transmis- 
sion and refining companies and to 
industrial firms. At one time Mr. 
Coe was a vice president of Pipe Line 
Service Corp. 


* . - 


Warner Electric Brake & Clutch 
Co. has named Charles Modersohn 
chief engineer of the industrial di- 
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HERE ARE THE REASONS WHY 


o°» eof tank-truck and trailer-tank manufacturers, 
of leading oil companies and transporters: 


WARREN MANIFOLD VALVES provide INCREASED 
FLOW (faster unloading), ADDED SAFETY (100% 
drainage with no leaking), LOWEST MAINTENANCE 
— all at NO GREATER COST! 


You'll never really know what a trouble-free manifold 
means until you actually have WARREN Manifold Valves 
on your equipment. But you'll quickly understand why 
others prefer them when you consider these facts: 


1. With years of on-the-job performance to confirm 
their own continuing testing programs, most trans- 
port equipment manufacturers know the high quality 
and extra value of WARREN Valves—and use them 
as STANDARD EQUIPMENT to insure the best for 
their customers. 


2. Most of these customers appreciate this extra value 
and will accept no substitutes—therefore they wisely 
continue to specify WARREN Manifold Valves. 


Write for Literature and Full information 


Mw lteley 
MANUFACTURERS OF WARREN SNAP SEAL 
SAFETY LAMPS AND CUSTOM BUILT MACHINERY 


MACHINE CO A 


. 
ne an eee ee 





EQUIPMENT 





vision. Mr. Modersohn has been with 
the company for two years. He is 
responsible for the engineer‘ng of 
electric brakes and clutches for all 
types of industrial machinery. 
> * > 

Lee W. Hanson, formerly with 
Shell Petroleum Co., has joined the 
Liquefied Gas Products Division of 
the A. O. Smith Corp. as sales repre- 
sentative for south and central Texas 
out of Houston. He has been in Shell’s 
LP-gas marketing division for the 
past eight years. 


* - * 


James C. Westfall is now assistant 
to Ernest G. Brown, vice president 
and general manager, mechanical 
goods division, United States Rubber 
Co. He formerly was assistant su- 
perintendent of the belting depart- 
ment in the company’s Passaic, N. J., 
plant. 


* - * 


The sale of Martin-Senour Co.'s 
automotive paint finishes throughout 
Tennessee, Arkansas and northern 
Mississippi is under the direction of 
Don Carloss. The new automotive 
division manager will work out of 
Memphis. 


New Equipment Jobber 


Roy Smith, Inc., has been formed 
as a new company at 768 Leona Ave., 
Columbus, Ohio. Roy Smith is presi- 
dent. 

The company will handle Kellogg 
air compressors, Graco lubrication 
equipment, and Aro parts and acces- 
sories. Mr. Smith has been in the 
air compressor business for many 
years. 


’ ef 


TIRE DEMOUNTER does 


its job in a few minutes 


Tire Demounter Handles the Tough Ones 


Autocar engineers have designed a 
pneumatic tire demounter as a com- 
panion to a recently developed tire 
mounter. 


A one-man operated piece of equip- 
ment, the demounter is basically an 
eight-armed spider mounted on a 
suspension frame and operated with 
a 12-in. diameter, 12-in. stroke 90- 
lb. pressure air cylinder. It can take 
off the biggest and toughest sticky 
tire with ease. 

In operation, wheel and tire, with 
locking ring up, are placed on a plat- 


AWARD—Mutual Security Agency’s certificate of co-operation is presented to Ameri- 

can Can Co. for its assistance in furnishing technical assistance to MSA. Left to right: 

George Powell of MSA; M. P. Cortilet, vice president, central division, American Can 

Co.; J. A. Christianson, manager, Canco’s Maywood sanitary plant, and R. K. Dickey, 
division manager of manufacture 


form dolly which is rolled into posi- 
tion. The spider, mounted on a cross- 
piece which goes up and down on a 
frame of two-inch tubular steel, is 
lowered by compressed air against 
the tire. The eight arms, which have 
four-inch wide fingers, press in to- 
ward the center of the wheel and 
force the tire down so the locking 
ring is easily pried loose. Spacing 
of the eight arms is such that there 
is no danger to the side wall or bead. 


When the locking ring is removed. 
the spider arms are raised, the dolly 
pulled out and the wheel and tire 
turned over. It is then rolled under 
the spider arm again and, when the 
arm is forced down, it knocks the 
tire clear of the rim all the way 
around. 

Illustration above shows the de- 
mounter in operation. 


Ben Offutt & Co. Sells 
Jobbership to R. W. Pace 


Ben F. Offutt & Co., oil equip- 
ment jobber of Louisville, Ky., has 
been sold by Ben Offutt and Lois 
Magruder. The new owner is R. W. 
“Bob” Pace, who had been with the 
company for the past three years as 
a salesman. 

He will retain all the policies of 
the company as well as all present 
account representation, and will op- 
erate under the Offutt name. 

Miss Magruder and Mr. Offutt 
were active in the formation of the 
National Ascn. of Oil Equipment 
Jobbers and were well-known in the 
oil marketing equipment industry for 
many years. 
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Shields, Harper Plans 
Engineering Division 

An engineering division is being 
set up by Shields, Harper & Co. on 
the West Coact. Head of the new 
unit is H. A. Price with the title of 
manager of engineering and indus- 
trial equipment division. 

Mr. Price began his career as a 
pump specialist with Byron Jack- 
son. Later he worked for Standard 
of California and with Arabian Amer- 
ican and Bahrein Petroleum Co. He 

so was associated with the Bechtel 
Corp. as senior engineer on the 
Trans-Arabian pipe line. He served 
as senior project engineer with the 
Pacific Island Engineers on fuel and 
water facilities. 

In recent years, he has been with 
the Rucker Co. of Emeryville, Calif., 
as chief engineer and director of 
sales. 

The Shields, Harper engineering di- 
vision will develop and design liquid 
material handling systems for gen- 
eral industry. This will include proc- 
ess plants, marine terminals, airport 
fueling, oil storage, gasoline dispens- 
ing and lubrication. 


Packaging Institute to Meet 


The Packaging Institute will hold 
its 15th Annual Forum at the Ho- 
tel Statler, New York City, Oct. 12- 
14. Seventeen different seminars on 
various aspects of packaging are 
planned for the three-day meeting. 


Air Conditioning Expo - 
To Be Held Nov. 9-12 


The Refrigeration and Air Condi- 
tioning Exposition will be held in 
Cleveland, Ohio, Nov. 9-12. Matters 
of interest to oil industry men are 
planned, according to George E. 
Mills, show director. Among other 
things, he points out that service 
stations are boorting TBA and re- 
freshment sales by. air conditioning 
buildings. 


The exposition is sponsored by the 
Refrigeration Equipment Manufac- 
turers Assn. and will be held in 
Cleveland’s public auditorium. 


Program Almost Completed 
By Oil Equipment Jobbers 


The National Assn. of Oil Equip- 
ment Jobbers has just about com- 
pleted program arrangements for its 
third annual meeting in Columbus, 
Ohio, Sept. 27-29. 

Trade chow space for the meeting 
also is being assigned to an increas- 
ing number of companies, and asso- 
ciate members are urged to get their 
requests for space in soon. 
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products 
with 


MARLOWS 


In winter snow or summer heat. 
trouble-free Marlow Self-Priming 
Centrifugal Pumps stay on 

the job to speed delivery 

of petroleum products. 


Majors and independ- 
ents alike are buying 
more Marlows for 
high-capacity. 
low-cost pumping. 
Marlows prime and 
purge themselves 
automatically, 

even on suction lifts, 
because of their 
patented “diffuser” 
construction. A 
mechanical shaft seal 
eliminates drip .. . 
assures safe handling 
of hazardous liquids. 


Marlow Self-Priming Centrif- 
ugal Pumps are available in a 
complete range of sizes from %” 
to 10”: capacities to 300 GPM. 


For complete information, see your Marlow dealer 
or write for bulletin PM 50. 


In Canada: PUMPS & SOFTENERS, LTD., LONDON—CANADA 


MARLOW PUMPS °°": 
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OVER-ALL VIEW of Standard of California’s new distribution plant at Stockton, Calif. 


A New Bulk Plant Takes Over 


FULL VIEW of loading operations is possible from this office building. Plant sales- 
men (Jeft to right), Cecil Drais and Jack Rogers, are shown at desk 


A 68-year-old brick bulk plant was 
replaced recently by Standard of 
California’s modern, five-acre dis- 
tributing plant, located two blocks 
from the main waterway connecting 
Stockton with San Francisco Bay. 


Stockton, one of the major market- 
ing areas of California, is the north- 
ern gateway to San Joaquin Valley. 


The new plant has storage ca- 
pacity for four million gal. Most 
bulk products are barged from the 
Richmond refinery. Other bulk pro- 
ducts and packaged goods are trans- 
ported by rail or truck and trailer. 


Construction has been on a gradual 
basis. Starting three years ago, 
storage tanks were installed, then 
truck and tank car loading racks. 
Eventually, it was completed with the 
addition of office and lunchroom, 
package warehouse and maintenance 
buildings. 


Then the old plant, almost as old 
as the company, was abandoned. 


AMPLE STORAGE for package goods is provided in new warehouse 
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MAHBRV: General motor driven pump with 
totally-enclosed anti-friction gear reduction. Mounted 
on steel bedplate with, or ready to receive motor. 
Three gear ratios inter-changeable in standard case. 


DMCARV: Double 
and multiple units 
equipped with 
clutches for inde- 
pendent or simul- 
taneous operation. 
Ideal for terminal. 

bulk stations, an 

refineries. Reduction 
gears totally en- 
closed in oil... 


gore ratios as 





PUMPS ..- Rotary 


TANK TRUCK 
TANKER TERMINALS 
BULK STATIONS 
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DEPENDABLE DELIVERY 
WHEREVER 
PETROLEUM IS PUMPED 


The Roper Tank Truck Pamp and other Series 3600 


Pumps for general purpose delivery, answer your needs 


for essential equipment in petroleum handling. Self- 
lubrication, extra deep packing box, anti-friction shaft 
and thrust bearing, and hardened gears of equal size 
contribute to dependability. The Roper principle of only 
two moving parts results in quiet operation and promotes 
long life. Series 3600 Pumps are available in sizes 40 to 
300 G.P.M., pressures to 60 P.S.I. You can rely on Roper 


... preferred as original equipment — widely accepted 
for replacement. 











The Fine Art 


Of Getting and 


Keeping Good 
Station Men 


How to find and keep service station salesmen has been the 
topic of a series of articles appearing in the last several issues of 
Esso Standard Oil Co.’s monthly magazine, The Esso Dealer. 

Entitled “Manpower Sells Horsepower,” the eight installments 
have discussed the problem of selecting, training and retaining new 
employes. Beginning in January and ending in August, they traced 
the process from the first interview, through the weeding out and 
selections, to the final hiring and training. 

Subjects covered by the individual articles were: where to hire; 
checking the prospect’s background; advantages of service station 
employment and its future; part-time employment; why it’s neces- 
sary to train; how to train, and suggested training programs. 


* »* 


What are the qualities to look for 
in hiring a.new service station sales- 
man? 

According to Esso Standard Oil Co. 
they are: a pleasing, cheerful person- 
ality; neatness and cleanliness; per- 
sonal ambition; a desire to be of ser- 
vice to others; physical fitness; a de- 
sire to work outdoors; an interest in 
selling all products and services—not 
just gasoline; and mechanical ability. 


Where to Look 


When it comes to finding the new 
man, Esso tells its dealers to “look 
to your customers for the best leads. 
No customer will recommend a man 
unless he really believes the man can 
fill the bill.” He knows his candidate 
may be servicing his car, “and he’s 
bound to be fussy about that,” they 
claim. 

Of equal importance, and not to be 
overlooked, are local high schools 
and trade schools, the company adds. 


These sources usually keep lists of 
students who would appreciate job 
opportunities, and those seeking part- 
time employment. 

Other sources are church and fra- 
ternal organizations, and placing ads 
in newspapers and using window 
signs. When these approaches have 
failed, employment agencies are a 
last resort. 


Check His Background 


Once the job candidate is found, it’s 
important to investigate his back- 
ground before he is hired, Esso con- 
tinues. 

The company lists several basic 
methods of doing this, First is to call 
on his former employers, listed by 
him, to get their advice. 

Next, check with the officials of 
the schools he attended; look into his 
family relations, with emphasis on the 
amount of money he requires for 
family living costs, and contact mem- 


bers of his church, social or fraternal 
organizations. 

Esso also suggests discussing his 
recreational habits, hobbies and sport 
interests. 

“Sometimes members of your com- 
munity can give you a further slant 
about his friends, companions and so- 
cial habits,” Esso adds. “It’s good 
thinking, too, to investigate his repu- 
tation for promptness—his reliability, 
neatness and courtesy.” 


It’s worth the extra time and ef- 
fort, declares Esso. “You are invest- 
ing your time, money and effort in 
him—so make sure you'll get the 
man who will pay the greatest di- 
vidends on your investment.” 


What to Tell Him 


Any alert prospective employe will 
want to know why he should work 
in a service station, Esso warns. He 
wants to know “what are the present 
advantages for him in working in 
your service station and what does 
the future hold for him.” 


Experience gained from working in 
a service station is the equal of a 
college education, Esso asserts. 


Phases of this learning through ex- 
perience, which should be underlined 
for the new man include: Learning 
to sell; getting to know people; get- 
ting a modern merchandising exper- 
ience; learning to deal with suppliers; 
learning mechanical skills. 

“Not only will the new man learn 
how to advance the merits of prod- 
ucts,” Esso states, “but also how to 
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adjust sales appeals to various types 
of customers.” 

The new man will meet people of 
different backgrounds and interests. 
“Knowing how to gauge their sales 
prejudices and learning how to judge 
them is invaluable.” He also will 
learn how to create and use displays, 
and how to solicit business by sales 
talks, direct mail, phone calls, etc. 

He’ll gain business sense from deal- 
ing with the number of suppliers call- 
ing at the station, “knowing how to 
weed out the good suggestions from 
the bad,” Esso adds. He will learn 
also to service cars and anticipate a 
customer’s car needs intelligently. 

“Not to be overlooked is the amount 
of free time he will have while work- 
ing shifts,” Esso points out. “Days off 
and afternoons or evenings can be 
devoted to time with the family, to 
hobbies or other educational or recre- 
ational pursuits.” 

A knowledge of how to guide a 
business through the setting up of 
quotas and sales potentials and “the 
management of personnel and the 
working out of incentive plans” can 
also be acquired. 


Part-Time Help 


Immediate employment problems 
can be met by part-time help, Esso 


pulls down 





suggests. Many “ambitious, reliable 
family men, anxious to supplement 
their income with some additional 
work” can be found. More important, 
a potential regular employe can be 
tested on part-time work—particular- 
ly high school students. 


However, dealers should choose 
shift workers whose regular work is 
mot too active, Esso says. 


“Some dealers have used firemen 
and policemen with success. They’re 
not physically exhausted (at the end 
of the day) and are usually quite 
cheerful with customers,” the article 
said. 


School teachers are among those 
prospects seeking extra employment 
to fill out their income, Esso adds. 
“Many times they fit in best to take 
care of week-end rushes and, some- 
times, to work a month or two dur- 
ing the summer.” 


If high school students are hired, 
Esso urges that they be watched for 
their ability to pick up mechanical 
skills and their willingness to do more 
work than required. “You might con- 
sider them as a permanent assistant,” 
says Esso. “Upping their salary and 
offering commissions through incen- 
tive plans can often make the switch 
to your employ quite attractive.” 


conditions. Engine is already wormed up, with 
full power, ready for the road. 


Employe Training 


Indoctrination of a new employe 
cannot be stressed too much, Esso be- 
lieves. “Left to himself . . .he’ll get 
the wrong kind of experience and 
end up being just the kind of sales- 
man that you've been trying to avoid. 

“The experience he gets in train- 
ing always must be the experience he 
needs to do his work well. For this 
reason it is a good practice to check 
your own training and selling pro- 
cedures periodically, After all, the 
new man will be only as good as your 
training,” Esso says. 

Good experience makes his job 
easier, and builds his self-confidence. 

Training allows the dealer to serve 
more motorists, with better service 
and fewer men, Esso adds. The initial 
results are “more efficient perform- 
ance at the pump island, more extra 
services for your customers, more em- 
ploye initiative, less employe turn- 
over, certainly more satisfied cus- 
tomers and more sales and profits for 
you.” 


How to Train Him 
The correct method of indoctrinat- 
ing a new employe is briefly outlined 
by Esso under four cimple headings: 
— “Prepare the Service Station 


Vie Electric Plug-in, KIM drows cold water 
from engine, heats it, forces it bock into engine 
ot another point. 


KIM Hotstart electric pre-heaters 
are sold and installed by leading 
automotive suppliers. Get the jump 
on cold weather trouble by seeing 
them for detailed information, or 
fill in and mail the coupon. 


KIM HOTSTART MFG. CO. 
West 917 Broadwoy, Spokone 11, Wash 


Please send literature, prices, name of local KIM deoler 





Warm Engines End Need for Heated Ter- 
minals. KIM does not interfere with circulating 
systems or use of anti-freeze. 


Four Sizes — quickly installed on trucks, tractors, 
autos or stationary engines —diesel or gos. Thou- 
sands of users from coast to coast. 
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SCHOOL lists often are a good source of . . . RELIABLE men who can be. . 


Salesman to Receive the Instruction.” 

—‘Instruct Him.” 

— “Have Employe Demonstrate.” 

—“Follow Up and Check Him.” 

“Put him at ease,” says Esso. “He 
can’t think straight if he is embar- 
rassed, scared of you, or of the job. 

“Get him interested. Make sure he 
understands the importance of the 
job or service. 

“Find out what he knows about the 
job. Start where his knowledge ends 
and relate it to what he knows, Then, 
put hjm in the right position. Have 
him see the job from the angle at 
which he will work.” 

One important step should be il- 
lustrated at a time, Esso says. “Tell, 
show and question. Give it to him 
in small doses.”” Explore sales oppor- 
tunities and develop techniques, “Em- 
phasize tact, courtesy and approach. 
Stress safety, customer satisfaction 
and performance standards, Be sure 
he knows the ‘why’ back of work 
requirements.” 

Instruct clearly, completely and 
patiently, the article urges. Take 
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nothing for granted. Set standards. 
Give him something to check his 
work against. 


Watch aad correct errors as the new 
man does the job. Get him to think 
about what he’s doing. Ask questions. 
Repeat and explain, if necessary. 
Have him repeat the job a few times. 


Hold the new man to a slow pace at 
first. Stress quality first—then quan- 
tity and speed. Make sure he recog- 
nizes and takes advantage of sales 
opportunities. 


Finally, says Esso, put the new man 
on his own and let him gain confi- 
dence by doing it himself, “Encourage 
him to come to you. He may need 
you and also have suggestions. Check 
him frequently. Watch his customers’ 
reactions and sales. Give him credit 
for a job well done.” 


Guides to Success 


Concluding the series, Esso offers 
the new man eight points of advice. 


Grouped in “Magic Fours” (“if you 
use them and let them work for you, 
you'll see that ‘4 plus 4 equals suc- 
cess,, ” says the company.), Esso 
calls them: “The four assets that 
stand behind you in your selling ef- 
forts,” and, “The four things every 


customer has a right to expect from 
you.” 

These, Esso states, are: 

1. The new employe is assured of 
help from his boss, the Esso dealer, 
because it helps his business. 


2. Unlike other selling jobs, the cus- 
tomer comes to you. 


3. The customer expects you to sell 
him. He anticipates and looks for 
your service. 

4. Customers rely on the new em- 
ploye to anticipate their basic auto- 
motive needs, 


As for the four basic points of ser- 
vice, Ezso reminds the employe to: 


1. Clean all glass areas. 

2. Fill the gasoline tank. 

3. Get under the hood and check 
the oil and battery. 

4. Check the radiator. 


Esso is backing his efforts, the new 
employe is told, with “advertising 
campaigns giving factual, detailed in- 
formation.” These ads “do not indulge 
in shouts and claims but. . . inform 
the public.” 


They are part of an over-all ad- 
vertising effort supporting his selling, 
the company states—“the most com- 
prehensive summer advertising cam- 
paign in Esso’s history.” 


“CAT-PLASTIC™ ALL-WEATHER PENNANTS 


SPECIFY TYPE 75 


These plastic pennants give you 
both all-weather durability and low 
cost, Each set is 25 ft. long, with 
twelve 12” x 18” flags in alternat- 
ing, brilliant colors — red, green, 
yellow and blue. Flags are sewed 
into cloth tape. Ready to put up. 


per 25 ft. set 
$1 .00 F.0.8., INDIANAPOLIS 


HEAVY-DUTY PLASTI-CLOTH PENNANTS 


Made especially for windy parts of 
the country, these are the toughest 


pennants made. Twelve 12” x 18” 


flags to the 25 ft. set. Four alternat- 
ing colors—ted, white, blue, and 
yellow. Flags are double-sewed to 


two-ply rope. Ready to put up. 
25 ft. set 
$1.30 £O.., INDIANAPOLIS 


SPECIFY TYPE 250 


Send for catalog of Pratt's station outdoor display 
FREE! material. Gives display ideas for every occasion! 


DHS Dawn ROSne 


201 PRINTCRAFT BUILDING, INDIANAPOLIS 4, INDIANA 











Office Guide Prepared 
By Indiana Standard 


Standard Oil Co. (Ind.) has set up 
a guide to its Chicago purchasing de- 
partment for company representa- 
tives calling at the office. 

The eight-page, pocket-size booklet 
includes a floor plan showing the 
location of more than 60 private of- 
fices. It gives a directory of names 
for locating top men in the buying 
department, along with the commodi- 
ties and cervices they handle. 

Also included is a two-color map 
of Indiana Standard’s 15-state Mid- 
west marketing area. 


API Offers More Aids 
For Oil Progress Week 


Three more promotion pieces have 
been made available by the American 
Petroleum Institute for O11 Progress 
Week. They are: Our Conservation 
Key for enclosure with OPW mate- 
rial; the booklet, Oil Serves You, and 
the Background Information Bulletin 
No. 3 entitled The Wonderful Wizards 
of Oil. The latter tells how oil is dis- 
covered, produced and processed. 


Are Taxes Hurting?— 
Pity the South African 


South African car owners really 
have it tough. 

Under the latest budget, they’ll pay 
a 7c per pound excise duty on new 
cars; 3.5c per pound on new and re- 
capped tires, and a gasoline tax of 
3.5c per gallon. 

Motorists pay more taxes than all 
income and super tax payers com- 
bined. Last year they paid $48 mil- 
lion as compared with $42 million for 
other taxpayers, and under the new 
budget they’ll pay nearly $84 mil- 
lion. The Royal Automobile Assn. es- 
timates that it will cost $80 per 
month to operate an average car 
10,000 miles a year at 20 miles per 
gallon. 


U. S. Business Activity 
In Middle East Reviewed 


A Survey of American Interests in the 
Middle East, Middle East Institute, 2002 P 
St., N.W., Washington 6, D. C.; 6%” x 9%". 
paper binding, 140 pages, $2.75. . 

A Survey of American Interests in 
the Middle East uses facts and or- 
ganizational data to give a back- 
ground news story on the over-all 
picture of U. S. activity in the area. 

It contains a directory of approxi- 
mately 1,900 U. S. business firms (in- 
cluding subsidiaries, branches, prin- 
cipal officers, activities, areas of op- 
eration). It also lists religious, wel- 
fare, educational and cultural or- 
ganizations, U. S. governmental agen- 
cies and international organizations 
in which the U. S. participates. 
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Employes Get Picture of Competition 


What is perhaps the first use of 
rival oil company trade marks ap- 
pears in the August issue of the 
Standard Torch, employe house or- 
gan of Standard of Indiana. Com- 
petition, as an abstract thing, is 
often mentioned in oil industry 
circles, but it is almost an unwritten 
rule never to mention a competitor 
by name in an oil company maga- 
zine. 


In an adroit manner, the article in 
which the trademarks are used gets 
across the fact that every Standard 
of Indiana employe is part of a con- 
test, not just with “competition,” 
but with certain specific competitors. 


Principal theme of the story en- 
titled “Competition Is Healthy,” 1s 
to point out the benefits to the pub- 
lic of the vigorous business rivalry 
which characterizes the oil industry. 
This has been done many times be- 
fore and in a variety of effective 
ways. The difference is that here 
the competiton is brought to life, 
and dramatized for every Standard 
of Indiana man and woman. 


The story makes the point that 
the company inevitably loses busi- 
ness if it doesn’t match the products 
and cervices of these competitors. 
“The best competitors are the best 
employers,” the article declares. “The 
very poor competitors—those that 
fail to provide as good a product and 
as good service as the customer 
wants or who fail to operate effi- 
ciently—van'sh altogether.” 


Some brief allusions to ways in 
which one company loses to another 
are dropped casually into the story. 
“A typist for Standard in Detroit 
mistyped a figure in one of her let- 
ters. Chalk up a new account for 
Speedway, A Phillips 66 salesman 
in Duluth had a headache and stayed 
in bed. Result—more gallonage for 
Shell.” 


To give point to this broad pic- 
ture of hungry compet tors eager for 
business, photos of a typical com- 
petitor’s stations are shown one with 
a sidewalk sign “Open 24 Hours.” 
And there is the picture of Dealer 
Louis Bernabei in the driveway of 
his Standard station in Prairie du 
Chien, Wis. In the picture on three 
oppocite corners there appears a 
Shell, a C ties Service and a Socony- 
Vacuum station. The cutline notes 
that customers have a choice of four 
stations. 


To get right down to cases, some 
of last year’s record is quoted list- 
ing some states in which the com- 
pany enjoyed top gallonage. Follow- 
ing this appears the statement: “In 
Montana we trailed Texas and Con- 
tinental. In Missouri, Kansas and 
Colorado, Phillips led the parade, In 
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Nebraska, we were edged out by So- 
cony-Vacuum.” 

Mo:t subtle touch in this bold ad- 
mission that there are other oil com- 
panies, and that come of them are 
good, is the display of station iden- 
tification signs. Spread across a 
page and a ha'f are typical cign- 
posts of Sinclair, Gulf, Shell, Mob 1- 
gas, Conoco, Pure, Phillips 66, Tex- 
aco and Cities Service. Nothing 
could be better calculated to drive 
home the fact there is competition 
on every corner. 


Horoscopes as Sales Aid 


Seaside Oil Co., which markets 
through stations in California and 
Arizona, has brought out a horoscope 
promotion intended to develop repeat 
business as well as new business. 

Horoscope leaflets were placed in 
Seaside service stations recently for 
free distribution, and the company 
plans to issue new horoscopes monthly. 
Dealers are urged to remind custom- 
ers when the next horoscope will be 
ready so they can call back for it. 

A letter from R. J. Irvin, vice pres- 
ident and general] sales manager, to 
the dealers said; “If your customer 
shows interest, you should suggest 
that he take home the horoscope 
which applies to his wife’s birth date. 


Dozens of other ways will occur to 
you fot using the horoscope to get 
people into your station.” 


Envelope Advertising 


The Pennsylvania Petroleum Prod- 
ucts Co. of Philadelphia takes full 
advantage of space on its 9% x 4 
in. business envelopes to advertise its 
products. One third of the envelope 
front contains the return address, a 
picture of a can of Quaker City mo- 
tor oil, and the line, “From Coast 
to Coact ... Mexico... Canada 

. and other foreign countries” A 
paper strip glued to the bottom right 
of the envelope advertices that the 
company is “especially proud that 
fine quality oi] buyers in Mexico, 
Venezuela, Peru, Iraq, and Persian 
Gulf countries ... are willing to pay 
premium prices for our lubricants.” 


Sign Hikes Lube Sales 


A $10 sign has increased lube busi- 
ness 25% for Ted Sierakowski, Union 
Oil Co. of California dealer in Downey, 
Calif. 

The 2 x 3 ft. sign is lettered, “Free 
Pickup Service ... Complete Auto 
Service While-U-Work Ted's 
Service.” Each morning Ted stands 
with the sign at the entrance to the 
near-by North American Aviation 
plant parking lot. Workers leave their 
orders with him on special order 
blanks. He picks up their cars, serv- 
ices them, and returns them to the 
lot by quitting time. 
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This Week 
Continental Oil Company 
Salutes A Wisconsin Jobber 


Levi Hanold 
Hanold Oil Company 
Richland Center, Wisconsin 


A deep interest in growing things comes naturally to oil 
jobber Levi Hanold. He was raised in the heart of 
Wisconsin’s farm country. And speaking of growing 
things, in his steadily increasing oil business, he’s culti- 
vating as fine a crop of customers as you’re likely to see 
anywhere. 


Yes, if there’s such a thing as a “‘green thumb”’ for the 
petroleum field, Levi Hanold has it! It began after a 
stint at running a general store, when Mr. Hanold be- 
came a lessee for a major oil company. One year later he 
was appointed commission agent for another oil com- 
pany in Richland Center. The years he spent in this 
capacity taught him a good deal about the oil business. 


By April of 1941 he was ready to hoe his own row. He 
purchased a bulk plant in Richland Center and signed 
up with Continental. He’s been reaping the benefits of 
selling Conoco products ever since. 


The millions of dollars spent annually on Conoco ad- 
vertising was one important factor that decided Mr. 
Hanold in favor of Conoco. And events have proven 
that this consistent advertising in national magazines, 
farm papers, newspapers, on outdoor billboards, radio 
and T'V really helps his business flourish. As Mr. Hanold 
sees it, this advertising plants the seeds of demand. 
Then salesmanship and the full line of Conoco products 
and services do the rest! 


At present the Hanold Oil Company serves a good num- 
ber of dealers, commercial consumers and farm accounts 
with three busy tank trucks. And Mr. Hanold has built a 
new, modern 4-bay Conoco Service Station that’s con- 
sidered one of the finest in this section of Wisconsin. It’s 
equipped to service and lubricate large trucks as well 
as automobiles. 


Conoco merchandising and promotion supports are ad- 
ditional factors that Mr. Hanold credits with helping 
his profits grow. He knows that the widely experienced 
Conoco marketing staff is constantly devising and test- 
ing methods for keeping Conoco “‘way out front” in 
demand. And he has the added assurance that he can 

this marketing know-how whenever he feels 


Advertisement 


One continually fruitful example of a Conoco merchan- 
dising “‘plus”’ is the famous Conoco Touraide. This per- 
sonalized travel guide, available only through Conoco 
dealers, is actually tailored to fit each individual mo- 
torist’s own trip. It is a service provided free to Conoco 
dealers, who in turn present it without charge to their 
customers. And for these dealers, it means a source of 
extra profits from Touraide travelers (coming and 
going) which cannot be obtained in any other way. 


Mr. Hanold has first-hand knowledge of how Touraide 
wins the patronage of America’s motorists. He and Mrs. 
Hanold have made several motor trips through much of 
the United States, and you can be certain they used a 
Touraide every time! It’s one more example, he believes, 
of how Conoco sows good will that leads to better 
business. 

Continental Oil Company is proud to salute Levi 
Hanold and wish him an ever-increasing harvest of good 
fortune! Like so many independent oil jobbers from 
farm and city who have started and stayed with Conoco, 
his success speaks well, not alone for himself and us— 
but the oil industry at large. 


And we’d like more jobbers who want to sink their 
roots in this fertile field! For information about our 
profitable jobbing contract, telephone or write to the 
Continental Oil Company office nearest you or to the 
general office, Ponca City, Oklahoma. If you are not 
within reach of Continental’s gasoline supply, we should 
be happy to give you information about the possibilities 
of increasing your profits by selling spectacular Conoco 
Super Motor Oil in any of the 48 states. 
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NEW AND OLD OFFICERS of the Springfield, Mo., Oil Men’s Club are (left to right, seated): Wayne S. Young, Young Oil Co., 
retiring president; Mayor W. L. English of Springfield; A. S. Grier, Standard Oil Co. (Ind.), new president; W. A. Whitlock, 


M. F. A. Oil Co., new vice president. 


Standing, left to right, are: Burl Hamilton, Continental Oil Co., new director; Ralph Mad- 


den, Madden Oil Co., new treasurer; D. J. Griffin, Tide Water Associated, retiring treasurer; W. E. Ed Day, Skelly Oil Co., re- 
tiring secretary; Joe Cunningham, Cunningham Equipment, new director, and Charley Baum, Baum Oil Co., retiring vice president 


Daniel C. Thompson, vice president 
and assistant general sales manager, 
Republic Oil Refining Co., Pittsurgh, 
retires effective Aug. 31. He entered 
the oil industry 47 years ago and 
joined Republic’s sales organization 
in 1946. He was promoted to his 
present post in 1947. 


* > * 


General Petroleum, Los Angeles, 
has named James B. Mullin manager 
of asphalt sales succeeding W. G. 
Julier who will serve in an advisory 
capacity as manager of asphalt sales 
development. 

Mr. Mullin, previously an asphalt 
engineer, started with Gilmore Oil 
Co. in 1930 and came to GP in 1946. 


The board of directors of Esso Ex- 
port Corp. (Jersey Standard affiliate) 
has elected Margaret M. Feeney 
secretary—its first woman officer. 
Miss Feeney, 37, has been with Esso 
Export eight years, serving as the 
executive committee’s secretary since 
1948 and as assistant corporation 
secretary for the past two years. 
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William M. 
Murray, products 
sales department 
manager at Tulsa 
for Deep Rock 
Oil Corp., is the 
new eastern Ok- 
lahoma chairman 
of the Oi] Indus- 
try Information 
Committee. He 
succeeds E. E. 
Marsau, Mid- 
Continent Petro- 
leum Corp. 

Mr. Murray is former chairman of 
the API Lubrication Committee, Di- 
vision of Marketing, and is a member 
of the Automotive Research Com- 
mittee and Petroleum Products Com- 
mittee, API Refining Division. He is 
a director of the National Lubricating 
Grease Institute. 


Mr. Murray 


W. V. Jolliffe of the W. H. Barber 
Co, retired July 1 after 31 years ser- 
vice as credit manager and assistant 
treasurer. His successor is John V. 
Blatnik. 


New curator of Drake Well Mem- 
orial Park is Thomas J. Garin, Oil 
City. He succeeds Dr. Paul H. Gid- 
dens who has resigned to become 
president of Hamline University, St. 
Paul, Minn, 

Mr. Garin, or Tom as he is known 
to his many acquaintances in the 
Pennsylvania oil industry, retains his 
position as director of information for 
the Pennsylvania Grade Crude Oil 
Assn. He has been with the Pennsy!- 
vania Grade group since 1944. 

He also is a member of the Am- 
erican Petroleum Institute and a di- 
rector of the Middle District Pennsy]l- 
vania Oil Producers Assn. 

ol . * 

Central Petroleum Corp., Rich- 
mond, Ky., has taken over the oper- 
ation of Barney Offield, Continental 
Oil Co. distributor in Lexington, ac- 
cording to Charles K. A. McKaughey 
of Central. 

> a7 - 

San Juan Oil Co., of Dallas, has 
elected Virgil B. Harris director and 
vice president in charge of operations, 
and Mac D. Oliver, director and vice 
president in charge of engineering. 
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AROUND MANHATTAN ISLAND via chartered boat, as guests of Pan American 

Petroleum & Transport Co. and its affiliates, including American Oil Co., went New 

York chapter Desk and Derrick clubbers (left to right): Mrs. Edna Hurry, Jersey 

Standard, president; Miss Jean White, American Oi); Miss Carol Eberhart, The Texas 

Co.; Mrs. Mary Hanratty, Pan American Petroleum & Transport; Mrs. Ada Hill and 
Mrs. Mae Wershing, The Texas Co., Norfolk, Va., special guests 


NEW FACES on the New York Petroleum Industries Committee. P. L. Morell (cen- 
etr), The Texas Co., retiring chairman, congratulates Q. W. Regestein (right), Socony- 
Vacuum Oil Co., newly-elected chairman. With them is J. E. Gately, Cities Service 


NEW JERSEY PIC OFFICERS, elected at the committee’s annual meeting in Atlantic 

City last month, are (left to right): W. J. Gaffney, state executive secretary; J. G. 

Jimenez, automotive products sales manager, Middle Atlantic department, Tide Water 

Associated, vice chairman; George H. Priggen, Jr., district manager, Socony-Vacuum, 

Newark, chairman; and T. B. Campbe'l, division manager, American Oil Co., Newark, 
retiring chairman 


Luke W. Finlay, Standard Oil Co. 
(N. J.) counsel, returns to his New 
York office this manth after an 18- 
month leave of absence for military 
and civilian government service in 
Europe. 

Brig. Gen. Finlay rejoined the 
Army in January, 1952, as chief of 
the Procurement Division at the 
European headquarters in Heidelberg 
and chairman of the Joint Coordinat- 
ing Board, Off Shore Procurement, 
representing all military services in 
Europe. In June, 1952, he left the Army 
to become Minister for Defense Af- 
fairs in Europe under Ambassador 
William H. Draper. 

= + ” 

E. H. Williams, Marlinton, W. Va., 
jobber, reports that ke opened a new 
service station near Lewisburg on 
Aug. 1. The station site includes a 
restaurant, wash and grease rooms, 
office and storage, plus a residence 
for the operator. 

. * * 

New Los Angeles division manager 
for Standard Stations, Inc. (Standard 
of California subsidiary) is J. S. 
Reeder, formerly division manager at 
Fresno. Reece S. Cave, Los Angeles 
division manager, has been moved 
to the Fresno managership. 
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GAS QUALITY 


---1TO KEEP 


f peat CARS are more powerful, 
run more smoothly, perform 
better than ever before. That’s be- 
cause car engines have been designed 
to take advantage of the continually 
improved gasolines made possible by 
Flying Red Horse research. 
Socony-Vacuum pioneered the 


first commercial Catalytic Cracking 
Units . . . Thermofor Catalytic 


Lelee), bes Valle) Melimiee) iT lke 


PUTS 


Cracking . . . the Bead Catalyst... 
Thermofor Catalytic Re-forming. 
All of these are Flying Red Horse 
“Firsts.” All have resulted in the 
production of higher quality gaso- 
line. In fact, Socony-Vacuum is now 
producing 69% more gasoline—en- 
abling motorists to get 20% better 
car performance—than it didin 1945! 


Good reason motorists today get 


INC. 


In Every 
Gallon 


TODAY'S CARS Pung / 


what they want most from gasoline 
at the Sign of the Flying Red Horse 

. Maximum power, smooth per- 
formance, all the gas mileage their 
cars can deliver! 
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the RCP-400 Selecto-Flo Remote Control Pump 
DUAL UNITS > Assure delivery to all dispensers all the time 


The RCP-400 gives you the top performance of two motors and 
two pumps with this big PLUS — 

By a flick of an electrical control, a single motor and 
pump unit takes over pumping operation to all dispensers — 


gives uninterrupted delivery during repair or maintenance and 
permits balanced use of both motors and pumps. 


The RCP-400 has all these advantages: 


Built-in stand-by — a vital feature 


No untried, unfamiliar components — every part proved in 
station use 


Located above ground for fast, inexpensive maintenance 
No special service techniques or equipment required 
Simple, inexpensive piping installation 

Inexpensive 3-wire electrical system 


RCP-400—For premium RCP-400—For regular 
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j.“” How the Gilbarco RCP-400 
Selecto-Flo* system works — 


= eral SE Ak 


The “A” dispensers on the pump island start and stop remote pump “A.” 
In like manner, “B,” “C” and “D” dispensers start and stop their corre- 
sponding pumps. 

However, by means of a simple electrical control, either pump within 
an RCP-400 unit can be made to supply the other group of dispensers. 
(The “B” dispensers operating the “A” pump and vice-versa.) 

OR — and this is the built-in, stand-by feature of the RCP-400 Selecto- 
Flo System — both groups of dispensers (all six in this instance) can be 
supplied by either side ("A” or “B”) of the RCP-400. 


Write for complete information 
(other models available for remote pumping of either one or two products) 














